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The National Underwriter has been 
conducting a survey of leading insur- 
ers to find out what is being done and 
thought in the policyholder relations 
field. The installment below is the 
fourth of the series. 


FIREMAN’S FUND 


The Fireman’s Fund Record is 82 
years old, but certainly young in 
ideas. It is the oldest fire insurance 
company magazine in the nation and 
the fifth oldest company magazine of 
any category. Late in 1954, the Rec- 
ord was converted from a semi-tech- 
nical magazine on insurance to a mag- 
azine of general interest for policy- 
holders and the public. We run, for 
instance, articles on humor, inspira- 
tion, sports, animals, family help, 
home and highway—on any and every 
topic having wide appeal. (In addi- 
tion to the material described, we 
print an issue containing an addition- 
al four pages on insurance matters 
foremployes and producers.) 


Publication Offered 


To be sure of diversity in writing 
style and material, we buy articles 
from top-flight writers in all parts of 
the country, and we have a fine staff 
of artists. Our press run is about 100,- 
000—which means at least 400,000 
readers—and_ distribution is made 
through the agents and brokers. Pol- 








Mrs. Eberly Retires 
This Month As Head 
Of Institute Unit 


NEW YORK—Mrs. Marion S. Eber- 
ly, who has headed the women’s di- 
vision of Institute of Life Insurance 
since its inception 16 years ago, is 
retiring this month. 

Miss Betty S. Martin, assistant 
director, is succeeding her as director. 

In announcing the change, President 








Marion S. Eberly Betty S. Martin 


Holgar J. Johnson said that under Mrs. 
Eberly’s able direction, the division has 
become one of the widely recognized 
services for women. 

“This division was set up and de- 
veloped by her to help American 
women to a greater understanding of 
their individual and family life and 
health insurance,” he said. “This serv- 
ice has made many valuable contribu- 
tions to sound family money manage- 


(CONTINUED ON PAGE 26) 


icyholders, naturally, are high on cir- 
culation lists. Both the company and 
subscribing producers share in the 
cost of production, and the Record 
has brought a tremendous amount of 
good will and prestige to all con- 
cerned. 

Naturally, you’ll recognize the fact 
that the general-interest articles are 
largely sugar coating for messages on 
insurance (most of which appear in 
the “Family Security” section). These 


Three Insurers Discuss Their 
Policyholder Relation Programs 


messages deal with all sorts of prob- 
lems and facilities relating to. insur- 
ance—on credit account plans, on vari- 
ous policies, on the need for cautious 
driving, on caution in the home 
against fire, accidents, burglary, etc., 
on the fact that high jury awards are 
partly responsible for higher automo- 
bile insurance costs, and on the need 
for maintaining insurance to value. 
We constantly advocate the expert 


(CONTINUED ON PAGE 19) 





UAW Enters Health 
Field, Establishes 
Program At Detroit 


LANSING—A long-awaited, union- 
supported health plan to rival Blue 
Cross-Blue Shield was officially un- 
veiled in considerable detail last week, 
and it turned out to be a rather local- 
ized program available only to metro- 
politan Detroit. 

The plan, largely a brainchild of 
Walter P. Reuther, president of United 
Auto Workers, is to be operated by an 
organization known as Community 
Health Assn. which is headed by 
Reuther. The program goes much 
farther toward complete socialized 
medicine, but not at taxpayer expense, 
than do the coverages of Michigan 
Hospital Service (Blue Cross) and 
Michigan Medical Service (Blue 
Shield). Its comprehensive nature will 
make it more expensive, it is conceded, 
although rising premium costs con- 
stituted the original basis for complaint 
against Blue Cross. 


Provides Complete Health Service 


Service under the new program is to 
be confined to a single center, Metro- 
politan Hospital at Detroit. This center, 
according to the UAW, will provide 
complete health services, including im- 
munizations and periodic health check- 
ups, full diagnostic services, surgery 
and allied therapy, complete hospital 
service, home care, and consultation. 

In order to prepare the center for 
operations, the UAW is financing a 
$2,350,000 expansion of the hospital 
and it is planned later to open branch 
clinics in the metropolitan area. The 
original staff at the center is to consist 
ef 16 to 18 physicians who are, it was 
emphasized, to “work as a team.” 

Subscribers, who need not be union 
members but must be in employed 
groups, will pay dues of $8 monthly 
for single persons; $18.80 for a couple 
and $20.60 for a family, with no salary 
differential, Enrollment is scheduled to 
begin this fall. 





NIA Detroit 
Convention Report 
Starts On Page 13 











R. E. Irish, Union 
Mutual Head, Dies; 
ALC Past President 


Rolland E. Irish, 65, chairman of Un- 
ion Mutual Life and a past president 
of American Life 
Convention, died 
at Portland, Me., 
after a brief ill- 
ness. He had been 
under treatment at 
Maine Medical 
Center Port- 
land two 
weeks. 

Mr. Irish was 
elected chairman 
of Union Mutual 
June 23, after hav- 
ing served as pres- 
ident for 21 years. He joined the com- 
pany in 1934 as vice-president in 
charge of operation and was elected a 
director in 1936. Under his leadership 
the company has grown to where it 
ranks in the top 6% of U.S. life com- 
panies—those with a billion or more 
of life insurance in force. 


in 
for 





Rolland E. Irish 


Two Terms On Top Committee 


Before being elected president of 
American Life Convention in 1958, Mr. 
Irish served two terms on the execu- 
tive committee. At the time of his 

(CONTINUED ON PAGE 26) 


Six Constitutional 
Amendments Will Be 
Acted On By NALU 


Principal Proposal Would 
Drop Midyear Convention, 
Have Board Meet Oftener 


WASHINGT ON—Six proposed 
amendments to the constitution and 
by-laws of National Assn. of Life 
Underwriters will be acted upon by 
the national council at the NALU an- 
nual convention here Sept. 11-16. 

The principal amendment involves 
the elimination of its midyear meeting, 
with the substitution therefor of addi- 
tional meetings of NALU’s board of 
trustees. 

The proposed amendment to article 
IX, section 3 of the NALU constitution 
would have the national council hold- 
ing one regular meeting each year to 
be known as the annual convention 
meeting. An amendment to article V, 
section 1 of the by-laws would then 
provide for four meetings of the board 
of trustees each year. 

A detailed review of the reasons 
underlying these suggested amend- 
ments was featured in the August 
issue of Life Association News. 

Other amendments to be considered 
by the national council include: 

1. Increase in membership of the 
nominating committee from five to 
seven. Five members would be elected 
by the national council; the sixth 
member would be the individual hold- 
ing the office of immediate past presi- 
dent; the seventh member would be 
elected by the present nominating 
committee and would have to be a 
member of the present committee. 

2. Amendment of the constitution 
and by-laws to eliminate prorating of 
NALU dues before June 30 of each 
calendar year. 

3. Restatement of the functions and 
responsibilities of the public relations 
committee as approved by NALU ex- 
ecutive and public relations committee. 

4. Change in the name of the com- 
mittee on disability insurance to com- 
mittee on health insurance. 








Deputy Com- 
missioner Vincent 
J. O’Shea, left, on 
behalf of New 
York City’s de- 
partment of com- 
merce and public 
events, presents a 
certificate of mer- 
it to James A Mc- 
Lain, chairman of 
Guardian Life, 
during cornerstone 
ceremonies of the 
company’s new 
addition to the 
home office. The 
certificate honored 
Guardian’s 100 
years of “strength- 
ening the economy 


of the city and ever meetin security to the people of New York and of the 


nation.” 
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Disparagers Of Life Insurance's Asset 
Values Forget Lesson Of The Depression 


People who question the asset values 
of life insurance and at the same time 
preach the “buy ‘ 
term and_ invest 
the difference” 
philosophy have 
forgotten the im- 
portant lessons 
they should have 
learned during the 
depression, Deane 
C. Davis, president 
of National Life of 
Vermont, told the 
company’s Presi- 
dent’s Club at its 
annual meeting in 
Montreal. 

Similar preachings were followed by 
many people during the market boom 
of the 1920s and some of them rejected 
life insurance entirely and invested 
everything they owned in equities, he 
said. 

“How many thousands of policy- 
holders were able to stay afloat be- 
cause of the life insurance cash values, 
we will never know. But life insur- 
ance had passed the most severe test 
and proved its value as an asset,” he 
added. 


More Emphasis On Savings 


Mr. Davis told the leading producers 
that while National continues to rec- 
ognize the primary need for death 
benefit life insurance, it feels that 
more emphasis must be placed on the 
need for saving. 

Asked Mr. Davis, “Have we over- 
emphasized the need for adequate pro- 
tection against dying too soon and 
under-emphasized the need for ade- 
quate protection against living too 
long? Perhaps we have. In our zeal to 
protect 20 widows we may have failed 
to protect 80 old men.” 

As a remedy, Mr. Davis advised 
that for the vast majority of cases, the 
best way to plan for retirement is 
through life insurance cash values 
sufficient to provide basic retirement 
benefits. 


Return On Insurance Investment 


Deane C. Davis 


After first emphasizing the ele- 
ments of safety and of the ready acces- 
sibility of emergency funds in life in- 
surance cash values, Mr. Davis, in an 
answer to critics of the rate of return 
on this investment, said, “Stock experts 
point with pride to the fabulous rec- 
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NATIONAL LIFE OF VERMONT LEADERS—Harold T. Dillon, Atlanta, 


ord of the stock market during the 
past decade. They are able to show that 
income plus asset appreciation has been 
equivalent to an average return of 15%, 
20% or even higher. 

“Investing in equities directly, buy- 
ing mutual funds, joining a stock in- 
vestment fund, these are all fine. With 
luck, substantial profits may result. 
But in spite of the glamour and allure 
of equities, we must emphasize that 
these investments should involve spare 
dollars, not the basic savings dollars 
needed for retirement and emergencies. 


Linton Study 


Mr. Davis cited the 1957 actuarial 
study by Albert Linton, former chair- 
man of Provident Mutual Life and 
currently one of the company’s direc- 
tors, in which Mr. Linton showed that 
a person age 25 would require an av- 
erage rate of return on equity in- 
vestments of more than 442% to du- 
plicate ordinary life policy results. 

“And that 442%,” Mr. Davis said, 
“would have to be after all expenses 
and after taxes. A man in the 40% 
bracket would have to earn 742% be- 
fore taxes. I would say a 442% net rate 
of return after taxes is pretty fair for 
an investment with the degree of 
safety which life insurance possesses.” 

In a reference to financed insur- 
ance, Mr. Davis said National’s policy 
continues to be that when properly 
sold by a competent agent to a qual- 
ified prospect, it has a proper place, 
although a minor one. 


Not Universally Bad 


“Just as we refuse to join those who 
condemn financed insurance as uni- 
versally bad, we cannot agree with 
those who feel financed insurance is 
universally good. There are many dif- 
ferent types of sales situations in 
which premium financing may be in- 
volved. Blanket endorsements and 
blanket criticisms of all financed sales 
are improper and unfair,” he said. 

A new pension plan procedure was 
introduced by Stuart J. Kingston, di- 
rector of pension sales. The plan makes 
National’s ordinary life policy availa- 
ble to pension plans and deferred 
profit-sharing plans for the portion of 
the death benefit in excess of the 
guaranteed issue limit, whenever 
such excess is $20,000 or more. He 
said that special pension contracts will 

(CONTINUED ON PAGE 26) 





center, displays the president’s trophy he won for having the best all-round 
agency among National Life of Vermont’s 65 general agencies, at presentation 
ceremonies during the annual meeting of the company’s General Agents Assn. in 
Montreal. From left are Clyde R. Welman, agency vice-president; Ernest M. 
Hopkins, chairman; Glen A. Holden, Portland, Ore., second place plaque winner; 
Mr. Dillon; President Deane C. Davis; Philip F. Hodes, New York, who won 
fourth place; and Bra‘ford D. Haseltine, Cleveland, who was in third place. 
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the company. The portrait was painted by St. Louis artist Armin Stock. 





Mutual Benefit Life 
States Position On 
No-Commission Group 


In a letter to the Wisconsin Field 
Forces, Mutual Benefit Life’s presi- 
dent, H. Bruce Palmer, has reaffirmed 
his company’s belief in the general 
agency system and stated that the 
Mutual Benefit Life pays commissions 
to its agents and general agents on all 
group cases at scheduled rates. 

Mr. Palmer’s letter was in response 
to a message sent to the nation’s major 
life insurance companies by the Wis- 
consin Field Forces concerning the 
writing of group cases on which no 
commission is paid. 


All Commissions Negotiated 


The letter read in part: “As you 
probably know, Mutual Benefit Life 
operates under the general agency 
system. All of our business, both group 
and ordinary, is accepted only through 
our regularly established general 
agencies. Commissions are paid in 
accordance with the contracts negoti- 
ated between the general agencies and 
the company. 

“About three years ago we began to 
write group insurance, and we have 
applied the same rules to the accept- 
ance of this business as we have al- 
ways used with respect to our ordinary 
business. We have now written more 
than 1,000 group contracts and on all 
cases, with the sole exception of con- 
tracts written to fund benefits for our 
own field and home office people, we 
have credited commissions at the rates 
specified in our general agents’ and 
agents’ contracts. We expect to con- 
tinue to pursue this policy in the 
future.” 


Top Agents Of Protective 
Life Sail For Bermuda 


A group of more than 100 agents, 
wives, and home office officials of 
Protective Life of Birmingham sailed 
from New York on the “Queen of Ber- 
muda” for a six-day cruise and sales 
convention. 

The group is composed of leading 
Protective Life producers who are 
members of the company’s honor club. 
President of the club is W. E. Motes, 
Sylacauga, Ala.;_ vice-president, 
Charles E. McNeil, Mobile, Ala., and 
secretary, Howard S. Mumford, Sara- 
sota, Fla. 

Ga. International July Business 
Tops $2 Million Mark, A Record 

Georgia International Life’s paid for 
new business in July totaled $2,628,- 
878. It was the first time monthly pro- 
duction exceeded $2 million. Leading 
agencies for the month were Fulghum, 
Seattle and Falkstein-Gould, Houston, 
with production of over $400,000 and 
$500,000, respectively. The two agen- 
cies have been in operation only two 
months. 


Rate Boost Denied 
N. Y. C. Blue Cross; 
Can Reapply For Less 


Superintendent Thacher of \ 
York has denied the applications of 4 
sociated Hospital Service of New Yo; 
(Blue Cross) for subscriber rate ; 
creases on its 21-day and 120-day hy 
pitalization plans averaging 37.3%, » 
for an accompanying new cCost-bay 
formula for Blue Cross reimburseme 
of hospitals. 

The denial, the superintendent sii 
was based largely on the unaccep 
bility of certain elements of the pm 
posed reimbursement formula and t 
Llue Cross projection of increased hy 
pital costs in the next three years, T; 
superintendent found that ‘a subst 
tial increase in AHS subscriber rate 
warranted, though not of the s 
sought by AHS, and a proposal will} 
promptly considered by this depar, 
ment after an acceptable reimburs 
ment formula is submitted.” 

The rate application provided {i 
the cost of broadened benefits unde 
the 2l-day and 120-day plans (d 
scribed as “welcome” in the depari 
ment opinion), and sought approval ¢ 
a separate 120-day care plan with 
$50 or $100 deductible. 


Insurance Securities Fund 
Adds 5 Companies, Sells 2 


Insurance Securities Trust Fund @ 
Oakland showed the addition of ti 
following companies to its portfol 
during the first half of 1960: Gred 
Southern Life, 1,000 shares; Interstzi 
Life & Accident, 13,000; Pacific \ 
tional Life, 45,665; Transamerica, 1b, 
100, and South Carolina 4,330. Amer 
can Surety was eliminated, and Ne 
Amsterdam was sold off after th 
publication of the midyear report. 















Home Life of New York is accept 
into membership in the Hundred Yes 
Assn. of New York, a group of Ne# 
York City firms which have been # 
business 100 years or more. In ¢cé 
monies shown here, J. Finlay 
Home Life executive vice-preside 
receives a membership plaque 
James A. Farley, well known ¢ 
figure and president of the assc 
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LIVE INSURANCE EDITION 


rt Do you carry this much 
or Less you y 
her of \ « 
cnn extra weight every day? 
> of New Yoj = 
riber rate ; 
| 120-day hi 
| iy, 
“s iter Suppose, for the next hour or so, you carried this 25- 
eimburseme pound weight. You’d quickly realize the burden of 
this extra weight on your entire body. 
yee Many people constantly carry a similar or even 
s of the p greater burden—in the form of extra body pounds. 
mula and t And those surplus pounds are a hazard to your health. 
iy ee hi For example, a 20-year study of nearly 4 million 
t a ps. ‘ persons reveals these facts: 
criber rates Men weighing 25 pounds above the average have an 
of the s excess mortality of 20 percent, while a weight of 50 
a pounds above the average is associated with a death 
e celal rate as much as 50 percent higher. 
d.” After you are 30, it becomes increasingly important 
provided { to control your weight—-even to stay underweight. 
— unde To do so, you must eat less and stick to your new eat- 
the deat ing habits. Remember, the high-calorie foods are the 
t approval ¢ main pound producers—fried foods, rich desserts, 
plan with creamed dishes, gravies and dressings. 
Count your calories carefully. Follow a caloric chart 
and learn how to plan low-calorie meals and snacks. 
s Fund Start your weight control program with your doc- 
Sells 2 tor’s advice. He will see to it that your meals provide 
ust Funde all the essential food elements needed to keep well 
ition of tt while reducing—and thereafter. And by all means, 
its porttol don’t be misled by “‘wonder’’ diets. 
x Intell Get your doctor’s advice also about reasonable exer- 
Pacific Ne cise. It helps burn up surplus calories—and is good 
merica, 1b: for muscle tone, circulation and general health. 
330. Amer There’s no easy way to lose weight. But the strug- 
i = . gle is worth the effort. By keeping your weight down 
report. permanently, you can avoid the burden which excess 
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pounds put on your heart and other organs. 


And you can increase your chances for a longer life 
—and more vitality and better looks, too. 





This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in publications with a total circulation 
in excess of 45,000,000 including Saturday Eve- 
ning Post, Ladies’ Home Journal, Good House- 
keeping, Redbook, Reader’s Digest, National 
Geographic, U.S. News, Look. 
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Metropolitan Life 


INSURANCE COMPANY® 


A MUTUAL COMPANY, 1 MADISON AVE., N.Y. 10, N.Y. 














Mass. Legalizes 
Segregated Fund 
Pension Systems 


BOSTON—Gov. Furcolo has signed 
into law the bill passed by the Mas- 
sachusetts legislature permitting pen- 
sion funding by life companies by the 
use of segregated assets, The measure 
was sponsored by John Hancock. Said 


the company’s comment on _ the 
change in the law: 
“The act resolves two points of 


view in the life insurance industry. 
One holds that pension plans should 
attempt to provide guaranteed bene- 
fits, largely on fixed-income invest- 
ments which have little chance of 
growth with the economy. The other 
point of view maintains that pension 
plans should primarily attempt to 
keep pace with the economy through 
common stock investments even at the 
expense of guaranteed benefits. 


Can Use Common Stocks 


“The new law permits Massachu- 
setts insurance companies to invest 
portions of segregated pension funds 
in common stocks while retaining for 
retired personnel the guarantees tra- 
ditionally provided by life insurance. 

“The new special funding proposal, 
which was first developed by a spe- 
cial committee of the Massachusetts 
legislature and supported by the John 
Hancock, has aroused nationwide in- 
terest and has already been adopted 
in Connecticut. Thus, there are indi- 
cations that it may set a pattern for 
pension plans throughout the nation. 

“Over the past decade employers 
have felt a need for pension fund 
plans which would reflect the growth 
of the economy through common stock 
investments. To make these invest- 
ments they had to adopt pension plans 
which lacked traditional insurance 



























guarantees. Special funding plans pro- 
vide guaranteed pension benefits while 
permitting part of the pension fund’s 
assets to be invested in common 
stocks.” 


AALU Convention To 
Be Held Sept. 8-10 


WASHINGTON—Assn. of Advanced 
Life Underwriters will hold its annual 
convention here at the Sheraton Park 
Hotel Sept. 8-10. One of the reasons 
for choosing these dates was that 
they will be convenient for AALU 
members planning to stay over for the 
National Assn. of Life Underwriters 
convention, which opens here Sept. 11. 

The dates also will come soon after 
Congress adjourns from its late sum- 
mer session, so AALU will be in a 
position to review the entire activity 
of the 86th Congress and to plan pol- 
icies with regard to the 87th. Major 
theme of the convention will be fed- 
eral legislation affecting AALU mem- 
bers. Mervyn Platt, independent, 
Trenton, N. J., is convention chair- 
man. 


1,453,600 Signed Up For 


Federal Workers A&S Plans 


WASHINGTON, D. C.—Some 1,453,- 
600 employes have enrolled in the 
federal employes group health benefits 
program as of July 15, according to the 
Civil Service Commission, which based 
its preliminary registration figures on 
statistics received from 35 of the 38 
insurers of participating plans. Figures 
do not include the number of depen- 
dents which come under the plans, 
but these will be made available at a 
later date. 

According to a commission state- 
ment, the preliminary’ enrollment 
figures break down as follows: Govern- 
ment-wide service benefit plan (Blue 
Cross-Blue Shield), 805,000 or 56% of 
total enrollment received; government- 
wide indemnity benefit plan, with 
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Aetna Life as the prime insurer, 400,- 
000 or 27% of the total; federal em- 
ploye organization plans, 159,400 or 
11%, and comprehensive medical plans, 
89,200 or 6%. 


Syracuse Blue Cross 
Wins 35% Rate Boost 


Group Hospital Service of Syracuse 
(Blue Cross) has been granted a 35% 
rate increase. The department also 
permitted the plan to set up a new 
$50 deductible contract as an alter- 
native for those subscribers who can 
not afford the higher rates. The boost 
is the second in a little more than a 
year. 

Under increased rates, family cover- 
age under a standard group plan will 
cost $9.42 a month, up 35%, while 
single persons will pay $4.64, an in- 
crease of 36%. 


Memsnthunstie' Mutual In 


Force Exceeds $8 Billion 


Massachusetts Mutual has passed 
the $8-million mark in total insurance 
in force. Individual and group life in 
force reached $7,951,876,000 on June 
30, and went over $8 million in July. 

On June 30, individual life in force 
amounted to $6,517,085,000 and group 
life to $1,434,791,000. Total sales for 
the six months were $611,211,000, of 
which $523,331,000 was ordinary. Or- 
dinary and group premiums during the 
half-year period amounted to $132 
million. 


Lutheran Brotherhood’s 
Six-Month Sales Up 


New business of Lutheran Brother- 
hood in the first six months totaled 
$112,335,072, compared with $105,544,- 
589 last year. Insurance in force rose 
from $1,137,801,144 at the end of 1959 
to $1,218,731,226 on June 30. The net 
yield on investments increased from 
4.20% in the first half of 1959 to 4.45%. 





BUILD A SECURE FUTURE WITH... 
YOUR OWN AGENCY 


Built on the strong foundation of Central Standard Life’s 
new Career Contract that offers you: 

Completely vested Renewals for the 
premium paying period of the policy 
Substantial Override for general agents 
Accident and Sickness Plans— 


66. 


your partner for Life” 


High Value Low Premium Life Plans 
Top First Year Commissions 


““The secret of success is Constancy to Purpose" 


Our success has been achieved with our career men and women. 


See for yourself—Write or wire today for your 
“new approach” agent’s kit. Get full details by 
contacting your local Central Standard General 
Agent or: John M. Laflin, Vice President and 
Agency Director. 


With Central Standard You Enjoy 

* working with an agent-agency 
building organization 

* company sponsored education 

* tested-proven direct mail aids 

* liberal underwriting 





Benjamin Disraeli 


In Force: $357,405,420 
Assets: $107,284,880 
Surplus: $14,591 ,874 








Founded 1905S 


211 W. Wacker Drive 


CENTRAL STANDARD LIFE 


INSURANCE COMPANY 


Life - Accident - Sickness 


Chicago 6, Illinois 





August 13, ( aust 


Local IRS Offices FOV 
Told To Get Tough §n E 





On Interest Credit | » 
WASHINGTON—Assn. of Advan ™S' 


Life Underwriters has bulletinedg 
members as follows: 
“In reporting to you on the case 


















Warren H. Brown, which is curren As I 
docketed in the tax court and whigbyplain 
concerns a disallowance of the interfsawr!! 
deduction on financed insurance, wif the | 
informed you of the possibility tum think 
the case was undertaken by the loiypy ou 
Revenue people in Boise pursuant f&pssible 
a directive from Revenue headquafbyr kit 
ters in Washington, D. C. help yo 


“After investigating the matter ha 
in Washington, your AALU coun 
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issued to all local offices by the ul How 
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yet been able to obtain a copy. It@et’s s 


not certain whether the directive pe 
tains only to the Goodstein-Som 
bend type of financed bond trans; 
tions or has wider application, pg 
ticularly the reference to financed j 
surance. 

“At all events, it is clear that t 
interest deduction litigation actiy; 
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tional policy. We shall continue 4 
efforts toward determining the exx 
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scope of that policy.” I dol 

Queried by THE NATIONAL UNpbg of silly 

WRITER, AALU counsel emphasizi ness. ' 
that it was not possible to say, on tl news 

basis of AALU’s present informating§ yote th 

whether the Brown case referred iff ative s 

in the bulletin had been undertake cyrrent 

by the Boise office of IRS pursuai trom 

to the national directive. statem 
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Offers Stock Exchange ried, 1 

With North Central Life | ¢°¢ 

North Central Co. of St. Paul ® priet i 

offering to exchange 325,320 of if sophice 

common shares (par value $1 pe pearin; 

share) for shares of North Central Lit ang fj 
at the rate of 27 shares for each shar§ which 

of thelatter. insurat 

North Central Co, is a holding com§ ysyally 

pany, primarily interested in life, fin This 

and casualty insurance. It is announ, type o 

ing a new issue of 468,180 shares. public 
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Equitable Society employe Job 
Wolters, 19, shows President Jat 
F. Oates Jr. the paddle that earnti 
him a trip to Rome as a member 
the United States Olympic canoeitt 
team. Mr. Wolters and his paddle-ms# 
Ken Wilson, both of New York, place 
first in the tandem kayak competit ; 
Mr. Oates heads the insurance indust 
division of New York City’s committe 
for the 1960 Olympics. 
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ow Insurance News Sense Aids 


Tough Jn Editing Company Publications 
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ch is curren; 
urt and wh; 
of the inten 
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By ROBERT B. MITCHELL 


This is a condensation of a talk given 

t the editorial workshop conducted 
1 New York City by Life Insurance 
dvertisers Assn. 


As I understand it, I’m supposed to 
pxplain how we on THE NaTIONAL UN- 
MERWRITER appraise and edit the news 
f the life insurance business. But first 

think I ought to give you an idea 


n by the J, why our kind of editing job has any 
sé pursuant fHpossible interest for you—why I think 
nue headqualbyr kind of editorial judgment can 
oF help you in your job, whether the job 
1e matter half. editing company publications, writ- 
LALU count, press releases or preparing sales 
ctive has belpromotion material. 
es by the mi How can insurance news judgment 
we have y help you edit a company publication? 
a Copy. Iti®rot’s start off by admitting frankly 
directive pg, at you can do a perfectly adequate 
dstein-Somal.) of editing a company publication 
bond transfvithout any ability to judge news of 
lication, paliine insurance business. I know, be- 
> financed iff suse in my job I look through a great 
number of company publications, and 
‘lear that tr can tell you that many editors either 
tion activi lack this news judgment or aren’t 
uant to a mi pothering to use it. 
continue gy 
ng the exsfi News Is Ignored 
I don’t mean they are making a lot 
ONAL Unb of silly errors about news of the busi- 
emphasing ness, They just operate as if this 
O Say, On ti news didn’t exist. The publications de- 
informatiagf yote their space to things like the rel- 
+ referred if ative standing of the top agents in the 
| undertake current sales drive; sales material 
RS pursuai irom the company’s: star producers; 
statements by the president or other 
high-ranking officers; who got mar- 






nge ried, who got born, who got pro- 
Life moted and who died. 
Some magazines carry articles or 

St. Paul i brief items on some profound philo- 
5,320 of if sophical truth that has no discernible 
ue $1 pe bearing on the life insurance business. 
Central Lit and finally, they may have cartoons, 
r each shat which are usually related to the life 

; insurance business, and jokes, which 
olding con® ysually are not. 
= life, fir This intimate, within-the-family 
is announ. 


type of news belongs in a company 
publication, and I’m not suggesting 
that any of it be left out. But it doesn’t 
i® have to be the entire content. Because 
in many of the company publications, 
and I feel they’re the better ones, 
there’s evidence that the editor has a 
good grasp of what is going in the in- 
@ surance business outside of his own 
company. 

I think this makes for a better mag- 


shares. 
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azine because, after all, you’re com- 
peting for the attention and time of a 
life insurance man. If he wants to read 
an article on how to improve his bro- 
ken-down personality, let him read it 
in a magazine of general circulation. 
But news and comment about the busi- 
ness he makes his living in should be 
of basic importance to him and why 
shouldn’t he look for it in your com- 
pany’s publication? Of course, the ma- 
terial still has to be presented attrac- 
tively and skillfully, or you won’t lure 
him into reading. 


Statement By The President 


Specifically, how can you use your 
knowledge of insurance news to im- 
prove your company publication? Let’s 
say you’re presenting a statement by 
your company’s president or some oth- 
er top executive. You can run the en- 
tire thing verbatim, of course. But if 
you have adequate background know- 


Wy 


..... 


_ 


ledge of the business, you can cut, 
condense or rewrite the material so as 
to get the real guts of the statement 
before your readers, instead of asking 
them to wade through a lengthy piece 
that in the privacy of their homes 
they’ll glance at and skip. 

I don’t need to point out that the 
ability to do this kind of condensing 
job can hardly escape notice—and at 
the higher echelons where that kind of 
notice is not a bad thing, by any 
means. 


Same With Sales Articles 


The same thing goes for handling 
those sales articles by your star 
agents. I see a lot of those pieces in 
company publications. Most of them I 
couldn’t use even in a week where a 
sudden surge of advertising boosts the 
size of the paper and forces the editors 
to reach for almost anything with 
words in it, to fill up the news col- 
umns. 

Too many of these sales pieces are 
just rehashes of old stuff, with the 
agent trying to say what he thinks will 
make him look good. But if you’re hep 
to what is going on in the life insur- 
ance business, you can do two import- 


5 


ant things in handling these pieces 
from agents: You can make sure you 
avoid using an article that doesn’t 
have something really new and useful 
to say; and you can edit or rewrite 
what you do use in a way that points 
up the new and useful stuff rather 
than leaving it back on page 14, which 
is where the agent got around to talk- 
ing about it. 


No Criticism Of Agent 


None of what I’ve said should be 
thought to imply any criticism what- 
ever of the agent. After all, there’s no 
more reason for a salesman to be a 
good writer than there is for you or 
me to be hot-shot life insurance pro- 
ducers. It’s no reflection on what he 
has to impart if he can’t write about 
it clearly and interestingly and com- 
prehensively. It’s up to you to recast 
his article to make it readable ... 
and even to go back after him to get 
the information he has left out but 
which is essential to making it a good, 
helpful piece for your readers. 

Another plus in having developed 
a sense of life insurance news values 
is that it permits your publication to 

(CONTINUED ON PAGE 17%) 






S 


iia 
\“ 











__. 


OUR PLATFORM: 


. 


SS 


SS 


WW 


WY 


Life insurance on every member 
of the family — preferably 


with us. 


THE 








NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 


a. 





>. 





S 
MMO OON 


SSAA 
SS 
\ 
S89 











BERKSHIRE LIFE 


mmecome Benefits Of 
Nearly $1 Billion 
Paid Out In 1959 


Nearly $1 billion of life insurance 
benefits was paid out as income to 
policyholders and_ beneficiaries last 
year by life companies, for a gain of 
$140 million over the amount paid out 
in 1958, according to Institute of Life 
Insurance. 

At the start of the year, life compa- 
nies held $7.4 billion of funds which 


policyholders or beneficiaries had ear- 
marked for future payments to them 
as income, an amount which was 50% 
more than that held 10 years ago. The 
life insurance proceeds set aside in 
1959 for this purpose totaled $770 mil- 
lion, the institute added. 


Income Use A Major Feature 


Income use of life benefits has been 
a major feature of the life insurance 
planning for the current generation of 
American policyholders. The 1959 ben- 
efits set aside under income plans to- 
taled more than 25 times those used 
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in this way in 1920. 

So important is the income concept 
today, that a considerable proportion 
of policies make specific provisions for 
eventual income payments either to 
policyholders or their beneficiaries. For 
example, about one-sixth of the total 
ordinary life in force is on family 
income plans, and over one-fourth of 
the endowment plans have retirement 
income provisions. 


Seaboard Life of Miami has been 
licensed in Oregon and is now licensed 
in 16 states. 
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An agent’s or broker’s 
personal resourcefulness, 
drive, and selling skill 
will take him a long way 

| up the income ladder. 
But the climb is 
easier, and usually 
higher, when home 
office support is 
continuous and effective. 


Ours is both. 


Life, Accident & Sickness, 


Pension Plans, Annuities 


A MUTUAL COMPANY FOUNDED IN 1851 
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$12 Million Issue 
Of Variable Annuit 
Life Put On Market 


NEW YORK—Public offering of 
million shares of common stock , 
Variable Annuity Life of Washingt, 
D. C. at a price of $12 a share y, 
made this week by John C. Legg 
Co. and associates. 

Net proceeds from the sale will } 
used to expand and develop busing, 
and to provide a substantial capj 
and surplus. Part of the net proces 
of the offering, estimated at not mo 
than $300,000, will be invested in go 
ernment bonds to be used for stat, 
tory deposits to meet the licensing 
quirements of the additional jurisd; 
tions in which the company may 4 
licensed. 

Variable Annuity Life, a stock it 
company, has been engaged in th 
business of issuing variable annuiti« 
life insurance and disability insuran: 
in combination. It also plans to tak 
steps to enable it to write substa. 
tially all forms of life insurance. 








Three General Categories 


The company offers individual, per. 
sion trust and group variable annuit 
contracts which fall into three ge. 
eral categories: (1) installment pw. 
chase payment deferred contracts; () 
single purchase payment  deferrg 
contracts, and (3) single  purchay 
payment immediate contracts, Ty 
company is licensed as an insurany 
company in the District of Columbis 
Arkansas, Kentucky, New Mexico ani 
West Virginia. It intends to apply fr 
licenses to do business in other juris. 
dictions, and eventually to operate in 
all jurisdictions where the company 
can be licensed to sell variable an- 
nuity contracts. 

Upon completion of the current fi- 
nancing, outstanding capitalization of 
the company will consist of 132500 
shares of common stock, $1 par val 
ue. i 


37 In Offering Group 


Other members of the offerin 
group include Shearson, Hammill & 
Co., Dempsey-Tegeler & Co., Firs 
California Co., Gregory & Sons, John 
ston, Lemon & Co., Auchincloss, Park- 
er & Redpath, Sade & Co., Ferris & 
Co., Fulton, Reid & Co., Rouse, Brew- 
er, Becker & Bryant, Dittmar & Co, 
Mackall & Coe, Stein Bros. & Boyce, 
Frank B. Bateman, Ltd., Hirsch & 
Co., Howard, Weil, Labouisse, Fried- 
richs & Co., Saunders, Stiver & Co, 
Arthurs, Lestrange & Co., Birr & Co, 
Boenning & Co., Walter C. Gorey Co, 
Richard A. Harrison, Inc., Pacific 
Coast Securities Co., A. T. Brod & 
Co., C, F. Cassell & Co., Cooley & Co, 
Craigmyle, Pinney & Co., Jones 
Kreeger & Co., Mead, Miller & Co, 
Wm. J. Mericka & Co., Rotan, Mosle 
& Co., State Investment Co., Strader 
& Co., C. T. Williams & Co., Harold E 
Wood & Co., and Zilka, Smither & Co. 


Harris Retires As N. Y. 
Department Chief Counsel 


Raymond Harris, deputy  superin- 
tendent and chief counsel of the New 
York department, has retired after 4 
years of service. 

Mr. Harris, who was stationed 
Albany, joined the department as ai 
actuarial clerk in 1914. He was ap- 
pointed chief counsel in 1943. 

Peter Ward, who recently resigned 
as professor of law at Cornell, suc 
ceeds Mr. Harris and will be in charg¢ 
of legal services in the department. 
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To meet the demands of today’s expanded, 
diversified insurance market, New York Life’s 
complete modern line gives the Nylic Agent a 
plan for every prospect—whether his client 
wants Ordinary Life or Accident & Sickness 
Insurance, on an Individual or Group basis. 
Among the newest additions to New York 
Life’s line are: 


Family Endowment Plan — Insures entire 
family in one policy—then pays Father an 
endowment at age 65. The one premium can 
be paid monthly or by Check-O-Matic—the 
automatic premium-paying method. 


Guaranteed Insurability Option— Issued 
from birth to age 37, GIO guarantees the 








A complete line of 
modern products to 
give him greater 
sales potential! 


future right to specified increases in life insur- 
ance protection at standard rates . . . regard- 
less of future health. 


Employee Protection Plans— Now include 
Major Medical protection along with Life, 
Weekly Indemnity and Basic Medical care 
coverages for firms with from 4 to 50 employees. 


Accident & Sickness— The modern Home 
Protector Disability Policy that helps provide 
income when disabling injuries or illnesses 
prevent wage earner from working. The policy 
is noncancellable and guaranteed renewable 
to age 50, 55, 60 or 65 (in most states) depend- 
ing upon termination age selected. 


——— New York Life 


f Modern products... |  @yig) Insurance Company 
yunsel another reason why | THE NEW YORK LIFE AGENT 

superin- ey In YOUR COMMUNITY 
f the New _ | 18 A GOOD MAN TO Kno 


















51 Madison Avenue, New York 10, N. Y. 
A MUTUAL COMPANY FOUNDED IN 1845 


Life Insurance « Group Insurance « Annuities 
Accident & Sickness Insurance « Pension Plans 
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Bordon Suggests Safeguards Against 
Speculation Buyer Of A&S Insurance 


\pproximately 10% of 12,140 pa- 
tients admitted to hospitals reported 
multiple hospitalization coverage in a 
recent survey, John V. Bordon, assist- 
ant secretary and claims attorney for 
American Hospital & Life, told the 
annual convention of National Assn. of 
Life Companies in Oklahoma City. 

Discussing the speculation buyer of 
hospitalization insurance who loads up 
with several policies and makes a 


rHE MAN 
WHO SELLS 
JOHN HANCOCK 





profit by staying in the hospital, Mr. 
Bordon said the survey—undertaken 
by the technical advisory committee of 
Health Insurance Council—was con- 
ducted at 12 selected United States 
hospitals. The over-all average of those 
with multiple hospitalization coverage 
varied from a low of 5.6% among 
insured admissions at a Tennessee 
hospital to a high of 16.2% at a Cali- 
fornia hospital. 


Mr. Bordon said the study further 
indicated that duplication most often 
occurred in a combination of Blue 
Cross with insurance company group 
coverage. This usually happens in the 
case of the husband and wife who are 
both employed and covered under 
separate group programs. 

Patients with multiple hospitaliza- 
tion coverage, according to the survey, 
had hospital bills totaling about $93,- 
000, Mr. Bordon said. These same in- 
sured patients received reimbursement 
from their multiple insurance cover- 
ages (including Blue Cross) amounting 





insurance need. 


His complete, up-to-date portfolio includes outstanding 
benefits and features such as the Insurance of Insurability 
rider for clients who are under forty and the special allow- 
ance at attained age conversion of term to permanent plans. 
He can also provide the most modern Individual Personal 
Health and Group Life, Accident and Health contracts. 


It’s not surprising that the man who sells John Hancock 
gives better, more complete service — and gets substantial 


rewards for himself. 
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It’s a rare prospect who can’t be served by the man who 
sells John Hancock. The John Hancock man is able to 
offer a range of individual coverages that meet every life 


can sell more ... to more people 


Chat 
INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
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to approximately $133,000. Thus, gy 
relative basis, patients with mult) 
hospitalization coverage received 44 
more in reimbursement than 
amount of their hospital bills Ag, 
the over-all average proportion vari 
from a low of 23.5% in an Omg 
hospital to a high of 67.6% in India: 
polis. 

The speculative buyer is not neg, 
sarily restricted to the cases involyj 
Blue Cross and over-lapping grog 
coverages. Many of them deal strict 
in the purchase of individual policid 
from many different companies. §@ 
eral years ago, Mr. Bordon said, } 
company handled a case where th 
insured, it was found after investig: 
tion, had 11 hospitalization _poligig 
with nine different companies and hy, 
collected better than $4,000 in aby 
two months before he was caught. 


May Have Been Self-Inflicted 


All of these policies had been py 
chased within a relatively short perig 
of time before his claim was incur 
allegedly due to an injury which mj 
well have been self-inflicted. He hy 
not given truthful answers concernix 
other insurance on his applications fer 
these policies nor did he give truthfj 
information on the proof papers. It wa 
later learned from the insurance cle 
at one of the hospitals that in orde 
to change his appearance he was dyin 
his hair with shoe polish. After all, 
the companies were informed of thi 
man’s activities, he, of course, ende 
up with no insuance; but it was recent. 
ly learned from an_ investigatin; 
agency that he is back in business 
the same old stand. 

Mr. Bordon said that was just on 
example of the speculation buyer 
Others include the _ retired schol 
teacher who had 12 hospitalization 
policies providing $97.50 a day room 
service and who stayed in a $13.50 per 
day room at the hospital; the 18 yea 
old school boy who already had five 
hospitalization policies. His aunt wa 
the named beneficiary and was mw 
doubt assisting him. 


Costs A Lot 


It costs a lot of money to pay preni- 
ums on this much hospitalization in- 
surance, so people who engage in 
speculative buying can have but on 
thought in mind—and that is to ge 
sick as often as they can or to fake 
injuries so that they can be hospita 
confined in order that they can make 
a profit. Mr. Bordon said his company 
recently interviewed a lady for a jo 
who had worked for a local hospital 
and she said the incidents of duplicate 
coverage were even greater than that 
indicated in the survey. She said that 
about one-fourth of the patients aé- 
mitted had more than two policies and 
that most of them had 4, 5, 6, and one 
lady had 13. She also said the insur- 
ance department of the hospital was 
instructed by the hospital authorities 


(CONTINUED ON PAGE 27) 
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Ca | | N. a f I on wi de n 0 W..: for full information about the most 


exciting new Group Annuity Plan ever offered! Designed especially for small busi- 
ness firms (as few as three employees), Nationwide’s Retirement Security Plan re- 
duces administrative costs, puts premium dollars to work for benefits. Benefits for 
key stockholder-employees up to $96,000 cash, or up to $670 a month after retire- 
ment, with rates and benefits guaranteed for life. Simplified administration . . . 
no trust agreements...no individual policies mean satisfied employers. For you— 
liberal original commission plus renewal fees. Fifty skilled specialists in the field to 
bring you local, qualified service. 
Contact Nationwide now! Call 
collect or write: Bob Vanderbeek, ATIONWIDE 
Pension Sales M anager, 246 North " America’s most progressive insurance organization 
High Street, Columbus 16, Ohio. 


& 
@'?~ pgo®™ 
Phone: CApital 8-471 I. Nationwide Life Ins. Co./ Nationwide Mutual Ins. Co./home office: Columbus, Ohio 
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Bordon Suggests Safeguards Against 
Speculation Buyer Of A&S Insurance 


\pproximately 10% of 12,140 pa- 
tients admitted to hospitals reported 
multiple hospitalization coverage in a 
recent survey, John V. Bordon, assist- 
ant secretary and claims attorney for 
American Hospital & Life, told the 
annual convention of National Assn. of 
Life Companies in Oklahoma City. 

Discussing the speculation buyer of 
hospitalization insurance who loads up 
with several policies and makes a 
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profit by staying in the hospital, Mr. 
Bordon said the survey—undertaken 
by the technical advisory committee of 
Health Insurance Council—was con- 
ducted at 12 selected United States 
hospitals. The over-all average of those 
with multiple hospitalization coverage 
varied from a low of 5.6% among 
insured admissions at a Tennessee 
hospital to a high of 16.2% at a Cali- 
fornia hospital. 


Mr. Bordon said the study further 
indicated that duplication most often 
occurred in a combination of Blue 
Cross with insurance company group 
coverage. This usually happens in the 
case of the husband and wife who are 
both employed and covered under 
separate group programs. 

Patients with multiple hospitaliza- 
tion coverage, according to the survey, 
had hospital bills totaling about $93,- 
000, Mr. Bordon said. These same in- 
sured patients received reimbursement 
from their multiple insurance cover- 
ages (including Blue Cross) amounting 





insurance need. 


His complete, up-to-date portfolio includes outstanding 
benefits and features such as the Insurance of Insurability 
rider for clients who are under forty and the special allow- 
ance at attained age conversion of term to permanent plans. 
He can also provide the most modern Individual Personal 
Health and Group Life, Accident and Health contracts. 


It’s not surprising that the man who sells John Hancock 
gives better, more complete service — and gets substantial 


rewards for himself. 
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It’s a rare prospect who can’t be served by the man who 
sells John Hancock. The John Hancock man is able to 
offer a range of individual coverages that meet every life 
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to approximately $133,000. Thus, 
relative basis, patients with multi 
hospitalization coverage received 4 
more in reimbursement than 
amount of, their hospital bills Ag, 
the over-all average proportion vari, 
from a low of 23.5% in an Oma 
hospital to a high of 67.6% in Indiap; 
polis. 

The speculative buyer is not nec 
sarily restricted to the cases involv, 
Blue Cross and over-lapping gr 
coverages. Many of them deal stric¢j 
in the purchase of individual polici 
from many different companies. Se 
eral years ago, Mr. Bordon said, } 
company handled a case where 
insured, it was found after investigs 
tion, had 11 hospitalization policig 
with nine different companies and h; 
collected better than $4,000 in abg 
two months before he was caught. 


May Have Been Self-Inflicted 


All of these policies had been py, 
chased within a relatively short peri 
of time before his claim was incur 
allegedly due to an injury which ma 
well have been self-inflicted. He hg 
not given truthful answers concernix 
other insurance on his applications fy 
these policies nor did he give truthfy 
information on the proof papers. It wa 
later learned from the insurance cle 
at one of the hospitals that in orde 
to change his appearance he was dyin 
his hair with shoe polish. After all ¢ 
the companies were informed of thi 
man’s activities, he, of course, ende 
up with no insuance; but it was recent. 
ly learned from an_ investigatin 
agency that he is back in business x 
the same old stand, 

Mr. Bordon said that was just on 
example of the speculation buye 
Others include the retired  schod 
teacher who had 12 hospitalization 
policies providing $97.50 a day room 
service and who stayed in a $13.50 pe 
day room at the hospital; the 18 year 
old school boy who already had five 
hospitalization policies. His aunt wa 
the named beneficiary and was no 
doubt assisting him. 


Costs A Lot 


It costs a lot of money to pay preni- 
ums on this much hospitalization in- 
surance, so people who engage in 
speculative buying can have but one 
thought in mind—and that is to ge 
sick as often as they can or to fake 
injuries so that they can be hospital 
confined in order that they can make 
a profit. Mr. Bordon said his company 
recently interviewed a lady for a job 
who had worked for a local huspital 
and she said the incidents of duplicate 
coverage were even greater than that 
indicated in the survey. She said that 
about one-fourth of the patients ad- 
mitted had more than two policies and 
that most of them had 4, 5, 6, and one 
lady had 13. She also said the insur- 
ance department of the hospital was 
instructed by the hospital authorities 

(CONTINUED ON PAGE 27) 
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pc Ca | | N. a f i on wi de n 0 W. « «for full information about the most 


. exciting new Group Annuity Plan ever offered! Designed especially for small busi- 


atients ad- 


olicies and ¢ : j ; 
6, and one ness firms (as few as three employees), Nationwide’s Retirement Security Plan re- 


cokal a duces administrative costs, puts premium dollars to work for benefits. Benefits for 
pape key stockholder-employees up to $96,000 cash, or up to $670 a month after retire- 

ment, with rates and benefits guaranteed for life. Simplified administration . . . 
no trust agreements...no individual policies mean satisfied employers. For you— 


liberal original commission plus renewal fees. Fifty skilled specialists in the field to 


bring you local, qualified service. 
Contact Nationwide now! Call 


collect or write: Bob Vanderbeek, ATIONWIDE 


Pension Sales Manager, 246 North . , America’s most progressive insurance organization 
° e @’?n pgo®™ 
High Street, Columbus 16, Ohio. i 


Phone: CApital 8-471 I. Nationwide Life Ins. Co./ Nationwide Mutual Ins. Co./home office: Columbus, Ohio 
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Briggs Is Nominated 
For LAA President 


John L. Briggs, vice-president of 
Southland Life, is the nominating 
committee’s choice to succeed Robert 
S. Kieffer, Metropolitan Life, as pres- 
ident of Life Advertisers Assn. 

Other nominees are L. Russell 
Blanchard, Paul Revere Life, vice- 
president; John P. White, Lincoln Na- 


tional, treasurer; John B. Blalock, 
Liberty Life, editor, and George H. 
Kelly, New York Life, for a second 


HteNATIONAL UNDERWRITER 


term as secretary. 

Nominated for two-year terms on 
the executive committee are Clay R. 
Alexander, Lamar Life; Henry E. 
Arnsdorf, Prudential; Myron Jones, 
Union Central Life; and Richard W. 
Marsh, California-Western States Life. 

Edwin P. Leader, Bankers Life of 
Iowa, headed the nominating com- 
mittee. The slate will be presented at 
the annual meeting Sept. 21-23 at 
New York. 

Provident Mutual Life has been li- 
censed in North Dakota. 


Springtield-Monarch 
First Half Better 


Ordinary life sales ior ine Spring- 
field-Monarch group were $51,411,640 
for the first half of 1960, up $9,889,260. 
New individual A&S premiums were 
$2,476,397, up from $2,197,294. 

The group showed a combined pre- 
mium income for the first six months 
of $49,557,497, an increase of $2,209,- 
780. Sales were ahead in all lines of 
insurance. 

Net investment income for all com- 
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DID YOU SAY... 


“Life Insurance 
Dollars 
Can’t Combat 


Increased 
Sf Cost of Living’ 


“4 They can at Kansas City Life! 
Kansas City Life’s Exclusive Plan 







“THE ECONOMIC PROTECTOR” 


1. Increasing Monthly Income Benefits to Beneficiaries 
2. Increasing Yearly Death Benefits to Beneficiaries 
3. Completion of Premium Payments on Insured at Age 65 


THERE IS NO OTHER PLAN LIKE IT ON THE MARKET! 


We've spelled out Kansas City Life’s answer to the “fixed-dollar” 
arguments in the next column. We think you'll find it interesting. 


WANDA CYUY LIRR 


Home Office/Broadway at Armour/Kansas City, Mo. 
Represented in 41 States and the District of Columbia 


INSURANCE 
COMPANY 
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panies for the period totaled $2,534,299 
up $406,467. This amount excludes; 
dividend of $298,953 paid to Springfiej 
Fire & Marine by Monarch, 

Consolidated assets of Springfielg. 
Monarch on June 30 were 245,359,5% 
and policyholder surplus was $88,63}, 
990. 


Acacia Mutual Half-Year Sales Up 

Acacia Mutual Life’s total sales dy. 
ing the first six months of 1960 wep 
$104.2 million, an increase of 3.3% ove 
the first half figures for 1959. Juy 
sales were $18 million, a record. 








































The 
Economic Protector 
protects the bene- 
ficiaries against rises 
in living costs in the 
years ahead in these 
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ae ' annuity written by 

Sales Upe i. some mutual funds 
sales dun hk. { and lacking any 

1960 Wer | kind of insurance 
3.3% ove ' feature is made by 
1959. Jun \ ae George E. Johnson, 
rd. oS pioneer in the de- 


velopment of the 
variable annuity, 
in the current 
Georgetown Law 
Journal. 

Mr. Johnson dis- 
tinguishes between 
these mutual fund variable annuities, 
which guarantee nothing except a 
participation during the investor’s life- 
time, from variable annuity contracts 
issued by such companies as Variable 
Annuity Life and Equity Annuity Life, 
which were incorporated as life com- 
panies, purport to be life companies, 
guarantee against mortality losses and 
expense increases and write fixed- 
dollar term life insurance and fixed- 
dollar premium waiver benefits. 


Calls Result Inevitable 

A former president and chairman 
of both Variable and Equity, Mr. John- 
son believes the Supreme Court de- 
cision holding those companies subject 
to Securities & Exchange Commission 
regulation made it inevitable that mu- 
tual funds would resort to the variable 
annuity as a means of distributing mu- 
tual-fund shares. One method is the 
pension trust, like the Keystone Re- 
tirement Equity Trust, an open-end 
multiple-employer pension trust. 

The other method by which mutual 
funds may use the variable annuity 
is to liquidate individuals’ mutual-fund 
shares on the variable-annuity princi- 
ple. This plan is being considered by 
Waddell & Reed, a large national retail 
distributor of United Funds, Inc. It 
differs from the Variable Annuity 
Life and the Equity Annuity Life sys- 
tem in providing nothing whatever in 
the nature of insurance features. 


Insurance Must Insure 

It is a basic characteristic of an in- 
surance company that it must assume 
some risk, Mr. Johnson points out in 
his article. The very words “insurance” 
and “assurance” mean something that 
“makes sure.” The insurance company 
must identify or guarantee something, 
or at least take some risks that sub- 
ject it to legal liability. 

“Perhaps the leading case holding 
that there must be some assumption 
of risk by the insurance company is 
Helvering vs Le Gjierse,” says Mr. 
Johnson, “In this case the deceased had 
bought, at age 80, a life-annuity con- 
tract from an insurance company for 
a single premium of $4,179. At the 
same time she bought a single-prem- 
ium whole life insurance policy in the 
face amount of $25,000 for a single pre- 
mium of $22,956. 

No Medical Examination 


“There was no medical examination. 
The insurance policy would not have 
been issued without the annuity con- 
tract, but otherwise the two contracts 
were entirely separate. The Supreme 
Court held that the proceeds of the 
life insurance policy issued by the life 
insurance company were not insurance 
Within the meaning of the federal es- 
tate law, because the insurance and the 
annuity neutralized the risk normally 
inherent in the other. 
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George E. Johnson 
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Opposes Insurance Regulation For 
Mutual Funds’ Variable Annuities 


Citing a U. S. court of appeals de- 
cision involving a non-profit group 
health association case, which held that 
its operations did not constitute in- 
surance, Mr. Johnson says that the 
proposal of the mutual funds to use 
the variable annuity as a distributing 
device without any guarantees or as- 
sumptions of risk falls squarely within 
the reasoning of the court in that de- 
cision. 

No Insurance-Type Risk 

“There is no risk assumed by a com- 
pany comparable to that of an in- 
surer,” he points out. “Thus, no dan- 
ger of default can occur. Stated dif- 
ferently, there is no possibility of in- 
solvency of the insurer. The plan is 
wholly mutual and the control rests 
with the annuitants. They even con- 
trol the investment policy that must be 
followed by the trustee. As there is 
no assumption of risk whatever by the 
mutual fund, the trustee or the under- 
writer, they do not ‘assure’ anything. 
They are not in the insurance busi- 
ness.” 

Mr. Johnson holds that as a policy 
matter there is no reason for state in- 
surance commissioners to regulate var- 
iable annuities that do not “charge the 
person of the grantor,” the expression 
used in the often-cited definition of an- 
nuity given by Lord Coke many years 
ago. The sale of such variable annui- 
ties should be strictly regulated by the 
securities commissioners under laws 
specially designed for the rgulation of 
investments and the protection of the 
public where the speculative element 
is a paramount purpose. Laws designed 
for the regulation of the insurance 
business are inappropriate. 

Mr. Johnson notes that even in the 
case of Variable Annuity Life and 
Equity Life, which issue conventional 
premium waiver benefits, where indi- 
vidual annuities have been sold in con- 
junction with term life insurance, and 
where the mortality and investment 
elements of the variable annuity con- 
tract were guaranteed by the company, 
the Supreme Court held that the con- 
tracts were essentially investment con- 
tracts and not insurance within the 
meaning of federal statutes. 


Insurance Regulations ‘Circular’ 


“It was said that even in these con- 
tracts insurance-department regula- 
tions were largely ‘circular’ and did 
not furnish the basic protection that 
the participants need,” Mr. Johnson 
recalls. “A fortiori, the insurance laws 
would not be effective to regulate the 
use of variable annuities to distribute 
mutual fund shares where there are 
none of the elements present in the 
contracts of VALIC and EALIC.” 

Mr. Johnson denies that just because 
something involves merging of mor- 
tality it should therefore be subject to 
insurance department regulation. 
‘Myth Without Foundation’ 

“Surprisingly, this merging-of-mor- 
tality theory has been expressed by 
counsel for several large life insur- 
ance companies, although never in a 
formal statement of any kind,” he 
comments. “No case has been found 
specifically enunciating the merger-of- 
mortality theory, and search has failed 
to reveal any real support for this 
theory. The merging-of-mortality con- 
cept seems to be a myth without any 
foundation.” 

Warning that state insurance com- 
missioners would be opening a Pan- 
dora’s box of future trouble if they 


should attempt to regulate variable 
annuities having none of the tradi- 
tional insurance earmarks, Mr. John- 
son makes the point that the com- 
missioners would be lacking the usual 
guideposts and would be embarking on 
a strange and uncharted journey. 


Should Relinquish Control 


They would have to assume a cur- 
ious and indefensible position if they 
should insist that annuities must be 
written by life insurance companies 
and can only be written with the tra- 
ditional insurance elements. If the in- 





ll 


surance commissioners can’t regulate 
variable annuities without the insur- 
ance elements, they must be willing 
to turn the regulation of these annui- 
ties over to some other agency such as 
the Securities & Exchange Commission 
or state securities commissioners. 

“In those variable-annuity arrange- 
ments where there is no assumption 
of risk by any person or company 
whatsoever, where there are no guar- 
antees and no indemnity agreements, 
where benefits are not payable in a 
specified number of dollars, and the 


(CONTINUED ON PAGE 20) 


TAKE FULL MEASURE 
OF THE COMPANY YOU SEEK 


NUMEROUS life insurance companies can boast of particular strong points and 





| advantages. When embarking upon a General Agency career, your future will be 
happier and more rewarding if the company you select can “measure up" to these 


qualifications: 


Earning Potential Protective Life's General Agents Agreement provides top 
commissions, overriding commissions, vested renewals, service fees and a liberal 


expense arrangement. 


Competitive Position Protective Life meets competition on all forms of Ordin- 
ary Life policies, both Par and Non-Par, and on all types of Group Insurance. 


Stability Protective Life has $114.43 of resources for each $100.00 of liabilities. 


Progressiveness Protective Life has an 








Audio-Visual Selling Program, Quantity Dis- 
count premium system, and writes such 
"special" coverages as Disability Income and 
Guaranteed Insurability. 


Reputation Protective Life is now in its 
53rd year of successful operation, has more 
than a billion dollars of life insurance in force 
and carries an "Excellent A-Plus" rating by 
independent authorities for the ranking of 
insurance companies. 


Opportunity General Agency opportuni- 
ties unlimited throughout the Southeast for 
experienced Agents doing well in life insur- 
ance business, yet somewhat impatient with 
prospects for future advancement. 


Your inquiry is invited. 


PROTECTIVE LIFE 


Col. William J. Rushton, President 
BIRMINGHAM, ALABAMA 


Insurance 
Company 
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‘Health Insurance’ — 
Defined, Classified 
By Teachers’ Unit 


Definitions of “health insurance,” of 
“accident insurance,” and of “sickness 
insurance,” plus a tentative classifica- 
tion system for health insurance, were 
arrived at by the committee on health 
insurance terminology of American 
Assn. of University Teachers of Insur- 
ance in all all-day meeting at New 
York. 


HteNATIONAL UNDERWRITER 


Having previously decided to stand- 
ardize “health insurance” as the gen- 
eric name of this line of business, the 
committee which is headed by E. J. 
Faulkner, president of Woodmen A.&L., 
agreed upon the definition of the term: 

“Health insurance: Insurance against 
loss by sickness or bodily injury. 
(Sometimes called ‘accident and sick- 
ness’ or ‘accident and health’ insurance 
and sometimes also used to mean in- 
surance covering only sickness or med- 
ical expense.)” 

The committee also agreed that ad- 
ditional explanatory material to ac- 


company the definition, including rec- 
ommendations for the use of the term, 
should be developed by its official 
editor, R. W. Osler, president of Under- 
writers National. 
The following classification system 
was adopted, subject to certain refine- 
ments to be worked out by the editor 
and subsequently approved by the 
committee: 
I. Perils. 
A. Accident. 
B. Sickness. 

II. Contractual arrangements. 
A. Group. 


August Lé, 19 


B. Individual, including faraily, 
C. Blanket. 

After considerable discussion, it wa 
decided that “franchise” cannot be de. 
fined as a separate classification by 
chould be a sub-classification. 

1_I. Types of losses. 

A. Accidental death. 

B. Dismemberment and _ loss ¢ 
sight. 

C. Loss of earned income, real 4 
presumptive. 

D. Medical expense. 

IV. Basis of payment. 

A. Valued. 


ugust 


I 









B. Reimbursement. 
C. Service. 








THIS MAN 

ISN’T AFRAID 

TO CLIMB FOR 
SUCCESS IN THE 
LIFE INSURANCE 
BUSINESS 


The climb for success isn’t easy. It takes an out- 
standing man with excellent training and experi- 
ence to reach the top. Many who have already 
succeeded give significant credit to AEtna Life’s 
training program. It is a comprehensive, five-step 
course which gives A:tna Life representatives the 
firm foundation necessary for successful field 
underwriting. 


1 Basic Estate Control Plan School. A four-week course 
at the Home Office with expert instructors teaching 
proved sales plans. 
2 Career Course. Under the general agent’s supervision, 
field work is combined with text book study. 

3 Advanced Training. Business insurance and tax courses 
at the general agency supplemented by field schools and 
clinics. 
4 C.LU. Participation. The company provides financial 
assistance for text books and examinations. 

5 Leaders Seminars and Regional Meetings. Men who 
qualify exchange ideas with other top salesmen, Home 
Office personnel and prominent men from business and 
industry. 


Etna Life Trains for Success 


ETNA LIFE 


INSURANCE COMPANY 


Affiliates: Atna Casualty and Surety Company 
The Standard Fire Insurance Company * Hartford 15, Conn. 





















| V. Types of benefits. 
| A. Accidental death. 
B. AD&D. 
| C. Income. 
D. Expense. 
VI. Kinds of companies. 
It was decided that terminology ip 
this area is in the domain of the con. 
mittee on general insurance termingd. 
ogy. 
VII. Continuance provision. 
A. Individual. 
. Non-cancellable. 
. Guaranteed renewable. 
. Limited renewable (or “re 
stricted termination right’), 
4. Optionally renewable. 
5. Cancellable. 
6. Non-renewable. 

B. Group. Doubts were expresse 
that usable subdivisions could be dis. 
tinguished under group, but the editor 
was instructed to consider the poss. 
bility of working out terms to cove 
the following descriptions of subdivi- 
sions. 
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1. Guaranteed renewable as ty 

master contract. 

2. Contract that can be dis. 
continued for any renewal 
period for the master policy, 

3. Guaranteed renewable dur- 
ing continuance of employ- 
ment. 

4. Cancellable as to a clas 
within a group. 

VIII. Methods of merchandising. 

It was decided that subdivisions in 
this area are in the domain of the 
committee on general insurance term- 
inology. 

In final action, the committee de 
cided upon definitions of “accident in- 
surance and “sickness insurance”: 

“Accident insurance: A_ subdivision 
of health insurance against loss by 
accidental bodily injury.” The edi- 
tor was instructed to add explanatory 
material to include the “accidental 
means” distinction. 

“Sickness insurance: A_ subdivisio 
of health insurance against loss by 
sickness.” The editor was _ instructed 
to add explanatory material includin; 
mental illness, pregnancy, and certait 
forms of preventative and diagnostit 
medicine. 








| Another Meeting Planned 


The meeting was filled with banter 
and by-play, including some sharp bt 
non-acrimonious differences of opinion. 
The committee adjourned sine die 
with agreement that depending on the 
progress of the editor in developing de- 
finitions and refining classifications, 
it would try to meet in approximately 
six months at the time of some insur 
| ance meeting normally attended by 
| the majority of committee membels 


| 
| 
| 
| 
| 


| J. Jerom2 Eastman has joined New- 

| ton H. Johnson & Associates, Toledo, 
specialists in pension welfare plans ant 
estate work, as director of special risk 
retirement plans. He has been witb 
Continental Casualty as field super 
visor at Toledo. 
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NIA 1960 CONVENTION 13 


NIA Draws 475 To Detroit Meeting 


Panel Goes On Air 


Norman O. Houston, president Golden 


An unusual and interesting feature 
of the convention was an interview 
over Detroit radio station WCHB of a 
panel of NIA. 

Moderated by Edward S. Gillespie, 
vice-president and public relations di- 
rector Supreme Liberty Life of Chi- 
cago, participants included Asa T. 
Spaulding, president North Carolina 
Mutual; Norman O. Houston, president 
Golden State Mutual, Los Angeles; 
E. L. Simon, agency director Atlanta 
Life; Theodore A. Jones, vice-presi- 
dent and controller Supreme Liberty 
Life; Robert L. Bradby, president 
Wright Mutual Life, Detroit, and E. 
E. Fort, vice-president and agency di- 
rector Detroit Metropolitan Mutual. 

Mr. Gillespie noted that NIA was 
organized in 1921 by a group of nine 
men as National Negro Insurance 
Assn. In 1954, the name was changed 
to its present reading. ‘NIA’s purpose, 


Three NIA 
members_ who 
were interviewed 
over Detroit radio 
station WCHB 
during the con- 
vention: <Asa_ T. 
Spaulding, presi- 
dent North Caro- 
lina Mutual; Ed- 
ward S. Gillespie, 
vice-president and 
PR director Su- 
preme Liberty 
‘ Life, Chicago; and 
State Mutual, Los Angeles. 


he said, is to raise standards and 
practices among participating mem- 
bers, to contribute to the total health 
and insurance education of the nation, 
and to build confidence in insurance 
companies owned and controlled by 
Negroes. 

Mr. Spaulding said his own com- 
pany was formed in 1898, at a time 
when “hat passing” was the usual 
practice when money was needed for 
a burial. Mr. Simon furthered this line 
of thought by remarking that since, 
at that time, the Negro mortality rate 
was too high for white companies to 
write them, Negroes formed their own 
companies. Mr. Spaulding said white 
companies are now not only writing 
Negroes—they’re also hiring Negro 
agents. 

How are the field forces meeting 
the competition, new in many areas, 

(CONTINUED ON PAGE 15) 


Planning Is Termed 
Key To Success By 
Executive Director 


After analyzing charts and graphs 
that clearly reveal the growing com- 
panies in NIA from the non-growing 
organizations, and after evaluating the 
various member company practices 
and policies, the difference would seem 
to be simply in terms of planning, 
Murray J. Marvin, the association’s 
executive director, stated in his. ad- 
dress. 


Cites Four Key Areas 


Mr. Marvin said the four key areas 
are management itself, sales, service 
and organization. Member companies 
should ask themselves if their public 
relations program is merely a token 
effort, or whether it has real depth and 
effectiveness. Is a training program 
existent? Are the agency director, sec- 
retary and other senior officers an 
integral part of this program? Do of- 
ficers and department heads under- 
stand costs, personnel practices, labor 
contracts? Do they know the value of 
expert planning, or do they simply 
rely on pressure to get things done? 

Planning is an art, Mr. Marvin stat- 
ed. Only planning can control pressure 
and bring about more realistic, long 
range results. A plan comes into being 
as a chosen method of reaching a de- 
sirable objective. It represents a care- 
ful distribution of a number of de- 
tailed courses of action which, if car- 

(CONTINUED ON PAGE 16) 
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Virgil L. Harris 
Named President 
At 40th Annual 


Many Speakers Discuss 
Challenge Of The 60s; 


Nixon Wires Greetings 
By R. R. CUSCADEN 


DETROIT—National Insurance 
Assn., composed of 53 life companies 
owned and oper- 
ated by Negroes, 
was in an espe- 
cially festive mood 
as it met here for 
the annual con- 
vention—and with 
good reason. The 
occasion marked, 
and few speakers 
were reluctant to 
remind their audi- 
ence of the fact, a 
double anniver- 
sary: NIA’s 40th 
and the 10th of the association’s na- 
tional office. 

T. A. Jones Is Ist V-P 

Virgil L. Harris, Protective Indus- 
trial, Birmingham, moved up to the 
presidency, succeeding T. P. Harris, 
president Chicago Metropolitan Mu- 
tual, and Theodore A. Jones, Supreme 

(CONTINUED ON PAGE 16) 
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to Economic Security is 


Permanent Life Insurance 


Congratulations to the National Insurance Association, 
convening in Detroit, July 25th, thru July 29th. 


CHICAGO METROPOLITAN MUTUAL 
: ASSURANCE COMPANY 
Home Office In: 4455 South Parkway, Chicago 53, Illinois 

Branch Offices: Illinois, Indiana, Ohio and Missouri/Over $100,000,000 Of Insurance In Force 
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Heartiest congratulations to the National Insurance Asso- 
ciation as it celebrates its fortieth anniversary, and the 
tenth year since the opening of its National Office in 
Chicago. We are proud of the fact that we are Charter 
Members of this fine organization! 


The Pilgrim Health and Life 


Insurance Company 


















Home Office: Augusta, Georgia 
Branch offices in Alabama, Georgia, Florida and South Carolina 


General Agents wanted in Miami, 
Tampa and other Florida cities 
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A. M. Carter, Vice President-Secretary 
J. M. Hinton, Sr., Vice President-Agency Director 
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For Personal and Family Life Insurance Protec- 
tion Surrounded by Every Possible Safeguard 
let ATLANTA LIFE INSURANCE COMPANY 


serve you through one of its 


Sixty Branch Offices in 


* Alabama Florida Georgia 

* Illinois Kansas Kentucky 

* Michigan Missouri Ohio 
Tennessee and Texas 


ATLANTA LIFE INSURANCE COMPANY 
(A. F. Herndon, Founder) 
148 Auburn Avenue, Northeast Atlanta 3, Ga. 
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Making reports at the first general session were, from left, C. O. Hollis, 
grim Health & Life, Augusta, Ga., director region IV; Benjamin J. John; 
People’s Life of New Orleans, director region III; Arthur Knight, Unity Muty 
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Life, Chicago, director region II; E. L. Simon, Atlanta Life, NIA board chairmay, 
T. P. Harris, Chicago Metropolitan Mutual, presiding officer, and H. H. Southaj, 
Southern Aid Life, Richmond, director region I. 
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Spaulding: NIA Must Keep Abreast Of 
Negroes’ Rapid Economic Improvement 


As the pace of Negro income im- 
provement and geographic disperse- 
ment becomes in- 
creasingly rapid, it 
becomes, accord- 
ingly, ever more 
important that 
NIA companies 
keep abreast of 
these changes, Asa 
T. Spaulding, pres- 
ident North Caro- 
lina Mutual, stated 
in his keynote ad- 
dress. 

Company offi- 
cers must prepare 
for the expansion of the national econ- 
omy and for the growth and shift, 
within the Negro market, which will 
occur in the years ahead, Mr. Spauld- 
ing said. New job opportunities, new 
educational opportunities and popu- 
lation shifts to urban centers, especi- 
ally in the north and west—all of 
these have been taking place and have 
already affected the business of NIA 
companies. 

Late in 1959, few magazines were 
without their articles on the “fabulous 
sixties,” the “golden sixties,” or the 
“soaring sixties.” The general impres- 
sion seemed to be that because of the 
exploding population and booming 
economy, business was assured of an 
era of unprecedented prosperity. 

However, Mr. Spaulding said, busi- 
ness still has its problems. There is, 
in fact, now no little concern as to 
whether 1960 will even be a good year. 
At the same time, outside competition 
is increasing its activity into what 
NIA has considered its own market. 
This competition is reflected not only 
in increased sales efforts, but also in 
the use of Negro manpower within 
NIA’s market. 

Mr. Spaulding said he knows four 
MDRT producers who are Negro. All 
four are working for companies which 
are not members of NIA. Two of them 
spoke at the convention last year in 
Chicago. Why are they not working 
for NIA companies? 

This recruiting will not stop, Mr. 
Spaulding warned. It will increase. 
Are NIA companies doing everything 
necessary to recruit and develop to the 
fullest capacity the type of men needed 
to meet the challenges of the sixties, 
he queried. 

Product competition is not only com- 
ing from within the industry—it is 
also originating from without, he said. 
There is much talk these days about 
“buy term and invest the difference.” 
While many sound arguments can be 
marshalled against this for the major 
portion of the insurance public, it is 





Asa T. Spaulding 


incontrovertible that as long as infl. 
tion is a threat and stocks continue t 
go up, the arguments will be less an 
less effective. 

Mr. Spaulding said he wished i 
make it clear that he does not arg 
against the purchase of stock by thoy 
who are able. But he does feel thy 
basic insurance needs should be pp 
vided for first. The basic function of, 
life insurance company is to offer 
guaranteed protection against di 
ity, dying too soon or living too ] 

Neither inflation nor deflation is 
evitable. But the economy does m 
remain static and it would be tragi 
if a man’s death or retirement dat 
should occur when the economy hap. 
pens to be down. 

These challenges must be met 
action, Mr. Spaulding said. NIA 
get on the defensive. One way to 
this is by giving the best possible 
service. Having become alarmed 4 
the number of lapses for a specific 
period his own company had suffered, 
personal letters were sent to a sam- 
pling of these, asking them why the 
policies had been allowed to lapse. 0f 
the replies received, not a single per- 
son gave as the reason for not payin 
his premium a lack of money. Reasons 
were “I forgot,” “no-one contacted 
me,” “didn’t know the premium wa 
due,” etc. 

This is not the type of service tha 
is going to successfully meet thes 
new challenges, he said. Everyone te 
day is becoming accustomed to first 
class service. The competition is giving 
it and so must NIA companies. 

Mr. Spaulding said that in a recent 
issue of THE NATIONAL UNDERWRITER, 
an article appeared announcing the 
appointment of a vice-president ani 
director of social research for one 
the larger companies. This man’s du- 
ties will be to “study scientifically the 
security needs of all Americans” it 
the future. This graphically points up 
the fact that companies can no longet 
simply drift with the tide. 

Mr. Spaulding closed by warning 
that the decade to come could become 
“the disastrous sixties if we _ allow 
them to be. We must meet the chal- 
lenges with action, and I mean inte- 
ligent, positive and aggressive action. 
The problems will be many; but we 
can go forward if we are willing t 
face up to what lies ahead.” 


NIA Moves East For ‘61 
Meeting, West In ‘62 


National Insurance Assn. moves te 
the east coast—Washington, D. C- 
for its 1961 convention, and then to th 
west coast in 1962—Los Angeles. 
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pRESIDENT SAYS: 


inflation Is 
Problem Of 
Entire Industry 


The entire life insurance industry is 
justifiably concerned about the chal- 
lenge of inflation and the attendant 
problem of consumer credit, T. P. 
Harris, president Chicago Metropolitan 
Mutual, told the convention in his 
president’s address. 

The rising cost of doing business, 
together with the fixed and level pre- 
miums in the life industry, is causing 
poth small and large companies to 
make fast adjustments to survive, he 
said. Increased volume is one approach 
to this challenge and it is apparent 
that NIA companies simply do not have 
the time left in which to indulge the 
luxuries of complacency, self-aggrand- 
izment and self-satisfaction. 

Three courses of action remain: To 
decide that an individual company 
will cast off the lethargy of first gen- 
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Ready to open the 40th annual con- 
vention of NIA was its president and 
presiding officer, T. P. Harris, presi- 
dent Chicago Metropolitan Mutual. 


eration thinking and join the competi- 
tive march of time and grow; to merge 
with some other company and together 
form a new management team with 
this competitive spirit; or stand idly 
by and be overwhelmed by the pro- 
gressive waves of growth acceleration. 

Mr. Harris said that a change in a 
market occurs where there is either a 
change in quantities which suppliers 
stand ready to offer, or a change in the 
quantities which buyers stand ready 
to take. With regards to the Negro 
market, he said, there is little doubt 
that a change has taken place in the 
demand situation, but this is not the 
whole story. 

Economists say there must be a 
willingness on the part of the buyer 
to take a larger share of these goods or 
services and at some given price. This 
naturally raises the question of, first, 
the quality of NIA goods and services 
and, second, the price as against the 
competitive market to which the NIA 
market is now exposed, Mr. Harris 
asserted. 

The Negro buyer is hardly willing, 

and NIA companies have no right to 
ask him, to pay a higher price for the 
same quality of goods and services; 
but he is willing, and does now take, 
a larger supply of these goods and 
Services at the going price. 
Mr. Harris said the Negro market 
Is changing from industrial (small 
amounts) to ordinary (large amounts), 
but if NIA is to compete in this chang- 
Ing market it must be prepared to 
compete with the same services at the 
same price. 
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LIFE INSURANCE EDITION 


Convention Hears Proposal For 


Executive Development School 


ome ar 


A program for a proposed Execu- 
tive Development Institute was for- 
mulated at the executive section, The- 
odore A. Jones, vice-president and 
controller Supreme Liberty Life, Chi- 
cago, presiding. Speaking in favor of 
the program were Mr. Jones; Virgil 
L. Harris, Protective Industrial, Bir- 
mingham, and Warren H. Bacon, per- 
sonnel director Supreme Liberty. Dur- 
ing the question period, Asa T. Spaul- 
ding, president North Carolina Mutual, 
and Norman O. Houston, president 
Golden State Mutual, Los Angeles, both 
expressed approval of the idea. The 
section voted unanimously to offer the 
proposed E.D.I. to the NIA board for 
consideration. 

W. J. Kennedy III, controller North 
Carolina Mutual, also spoke during the 
session, his topic being “Short Range 
Performance Evaluation and Feed- 
back.” 

Mr. Harris said that during the past 
several years, many executives have 
recognized the need for such an in- 
stitute due to the growing shortage of 
personnel. NIA must assume the re- 
sponsibility for training new, young 
executives to eventually replace the 
large number of senior executives who 
will be retiring. 

Such understudies are not threats 
to senior executives; they are simply 
a guarantee that the companies will 
be perpetuated. Mr. Harris said he 
didn’t want to appear pessimistic, but 
sister companies occasionally disappear 
simply because of a lack of trained 
personnel. 

Mr. Bacon then described the pro- 


Principals of the 
executive section 
meeting: Theodore 
A. Jones and War- 
ren H. Bacon, both 
of Supreme Liber- 
ty Life, Chicago, 
and W. J. Ken- 
nedy III, North 
Carolina Mutual. 





posed institute. It would provide a 
broad basis by which management per- 
sonnel of NIA companies could meas- 
ure and guide their progress in the 
development of modern management 
skills and techniques. The many areas 
of knowledge necessary for effective 
executive performance cannot be ac- 
quired and perfected in a one or two 
week course, he said. But by making 
available the essential tools of “man- 
aging,” the course can serve as a re- 
source center for meaningful self-im- 
provement. To the extent the program 
provides the stimulus and direction for 
individuals to pursue further study 
and experiences, the purpose of the 
institute has been fulfilled and the 
name “executive development” is jus- 
tified. 

Mr. Bacon said the institute would 
be held in the spring of each year at 
Tennessee A.&I. in Nashville. Sessions 
would last one week and enrollment 
would be open to any management 
personnel or trainee of NIA companies. 
Guest instructors would be recruited 
from the broad spectrum of industry 
and education. NIA instructors would 
be also used—thus providing a prac- 
tical fusion between fundamental prin- 
ciples applicable to all businesses and 
information peculiar to the life insur- 
ance industry. 

The course would be broken into 
five main topics. These, and their re- 
spective time allocation, are: Working 
with people, 40%; personal skills and 
development, 30%; principles of busi- 
ness organization, 1214%; understand- 
ing the annual statement, 1214%; and 


NIA 1960 CONVENTION 1 


Seven Executives Are 
Interviewed Over 
Detroit Radio Station 


(CONTINUED FROM PAGE 13) 
originating from the large white com- 
panies? Mr. Fort said even the smaller 
NIA companies are beginning to re- 
alize the importance of a well-trained 
staff. LUTC and CLU courses are be- 
ing utilized. Merchandising seems to 
be the key to successfully meeting and 
besting the new competition. 

Mortality among Negroes is improv- 
ing. What are the reasons for this? 
Mr. Houston said the vast change in 
Negro mortality was inevitable as 
housing conditions improved, as the 
Negro was given a more equal chance 
to participate in a greater range of 
jobs. The communicational aspects of 
radio and TV have made health in- 
formation more readily accessible. 

How is NIA to become stronger? 
Mr. Jones asserted that mergers and 
consolidations will play a more and 
more important role in the coming 
years and these can’t help but strength- 
en NIA. Member companies will have 
to adjust rates and change ways of 
underwriting to meet the marketing 
challenge, which will intensify as the 
Negro market is increasing sought 
after. The trend is definitely toward 
research and planning; and _ these 
are only possible with large resources. 

As to the shifting population, Mr. 
Bradby said NIA companies, through 
the medium of confidence-building 
insurance, have no doubt heiped bring 
about a healthy situation as many 
negroes have moved northward. 





future economic outlook and the need 
for better trained management per- 
sonnel, 5%. 

Companies can and must help the 
young executives completing the E.D.I. 
course, Mr. Bacon concluded. 

Mr. Kennedy stated that if NIA 
companies are to continue to develop, 
or even to simply stay in business, 
it is essential that short range evalua- 
tions be made. However, few member 
companies have done much along this 
line. 

Formal organizational charts must 
be made and strict unit demarcations 
must be known, Mr. Kennedy said. This 
is to be done before any work meas- 
urements are attempted. A compara- 
tive value scale is a valuable company 
tool. 
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We are proud that the competitive quality of our services 
has earned us the friendship of so many fine people. 


We take extra pride in meeting their special requirements 
with care and promptness. 


MAMMOTH LIFE & ACCIDENT INSURANCE CO. 


Louisville, Kentucky 


Serving The Public Since 1915 
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WORRY-FREE PROTECTION 


For Nearly 800,000 Policyowners 


A North Carolina Mutual representative has the neces- 


sary training and experience to give expert advice on 


insurance needs. 


His working tools are his knowledgeable facts on 


the various types of policies provided by North Carolina 


Mutual to protect our policyowners from birth through 


marriage, family and home, to retirement. 


North Carolina Mutual Life Insurance Company 
Home Office: Durham, North Carolina 


A. T. Spaulding, President 


‘‘No Home Complete Without North Carolina Mutual Policies’’ 
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YEAR AFTER YEAR 
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Greater Resources— Greater Coverage— 
Greater Service to More Policyholders! 


Our “Progress Line’ has moved continuously and sharply up for the past several 
years; and here's how well we've followed through in 1959 and so far in 1960: 


Total Income (1959)... up 16% to $6,026,524 

Total Assets (1959) .. . up 15.6% to $23,648,655 
Insurance Inforce (1959) . . . up 13.67% to $146, 800,000 
Total Policyholders (May, 1960) . . . 335,000 


Since January, 1960, Supreme Liberty Life has added to its volume the business 
of Beneficial Life Insurance Society, Detroit, and The Federal Life Insurance Co., 
Washington, D.C. With 36 Branch Offices and more than 300 representatives, Supreme 
Liberty Life is more than ever a truly national institution, offering 12 important 
services to its policyholders. 
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Virgil Harris Elected 
President At Detroit 


(CONTINUED FROM PAGE 13) 
Liberty Life, Chicago, became 1st 
vice-president. H. H. Southall, South- 
ern Aid Life, Richmond, was named 
secretary, replacing W. A. Clement, 
North Carolina Mutual, and A. M. 
Carter, Pilgrim Health & Life, Au- 
gusta, Ga., the association’s treasurer 
for 17 years was reelected to that post. 
Benjamin J. Johnson, People’s Life of 
New Orleans, is the new general coun- 
sel, and L. M. Argrett, Afro-American 
Life, Jacksonville, remains sergeant- 
at-arms. 

The association has grown from an 
organization comprising 60 represen- 
tatives of 13 companies to its present 
strength of 53 companies. This year’s 
attendance was just short of 500 (some 
475 were officially registered), but 
even this did not set a record; the 
New York convention a few years back 
holds that distinction. NIA now ob- 
serves its own National Insurance 
Week, conducts an annual Institute in 
Agency Management, and, if this year’s 
executive section’s resolution is ap- 
proved, will soon operate an Executive 
Development Institute. Last, but cer- 
tainly not least, NIA’s national office, 
under the able direction of Executive 
Director Murray J. Marvin, issues a 
well-edited, highly informative quar- 
terly, the Pilot. 


Greetings From Nixon 


Detroit’s Mayor Mariani welcomed 
the delegates at the awards luncheon, 
Michigan’s Commissioner Blackford 
extended his own and Gov. Williams’ 
greetings at the fellowship luncheon, 
and the annual banquet was pleas- 
antly surprised to hear that a telegram 
had been received from Vice-president 
Richard M. Nixon expressing his best 
wishes for a successful convention. 

Following gustatory splendors at the 
banquet which few mortals are priv- 
ileged to enjoy, Louis E. Throgmorton, 
vice-president Republic National Life, 
presented President T. P. Harris a gav- 
el on behalf of Republic National. Mr. 
Throgmorton was the featured speaker 
at the banquet. 

The theme of the convention was 
“Meeting the Challenge of the 60s with 
Action” and many speakers were ob- 
viously in agreement with Ortega y 
Gasset’s famous dictum: “No connec- 
tion with the past means no connec- 
tion with the future.” Accordingly, re- 
views of the past decade were much in 
evidence and if success in the 1960s 
depends upon a thorough scrutiniza- 
tion of the 1950s, NIA has every reason 
to expect great things of its member 
companies. 


Gains Three Companies 


David Abner, Texas Southern Uni- 
versity, after stating that NIA had 
gained three companies in the past 10 
years, gave highlights of a study he 
had made of how NIA companies had 
fared during the 1950s. Thirty compa- 
nies were analyzed, he said, since these 
30 had 92% of the total assets and 91% 
of the total in force premium; thus 
these 30 adequately represent NIA’s 
entire membership. 

Indicating the increase in the Negro 
market, Mr. Abner noted the total 
Negro population in 1949 was 15 mil- 
lion; in 1959 it was 19 million. This 
represents an increase of 25.5%, while 
the total white population increased 
only 16.2%. Negroes now compose 
11.2% of the total population. 

In 1949, NIA companies had $204 
million of ordinary in force; in 1959, 
this had increased to $499 million. In 
1949, ordinary in force represented 
23.1% of NIA’s total in force premium; 
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Executive Director: 
Must Plan For Success 


(CONTINUED FROM PAGE 153) 
ried out with fidelity, will finally » 
sult in achieving the objective. 

A plan is constructed of various jy 
gredients, he said, the most importay 
of which are people—knowledgeahj 
people using resources and performing 
in a combination of prescribed actioy; 
over a period of time with methog 
of control. Evaluation and patterns 
communication must be built into 
framework of the plan. 

Mr. Marvin asserted that businey 
is increasingly becoming a profession} 
requiring of its participants the kin 
of understanding and skill which cy 
best be achieved thorugh informa 
interpretation of business experience 


Negroes’ Disposable Income 


The most impressive change in th 
past 10 years has been in the grog 
amount of the disposable income gf 
the Negro market, he said. In 19} 
there was talk of a $12 to $15 billig 
market. Economists now state the Ne 
gro market is presently over the $y 
billion mark. NIA member compan 
debit managers have seen this reflectej 
in the higher per capita income of th 
Negro consumer and in his generg 
movement into higher income brackets 

After paying tribute to the ass. 
ciation’s outgoing president and se. 
retary, Mr. Marvin made a 10-yeq 
report of his office. He said he hai 
visited all but three of the member 
companies while traveling 71,000 mile, 
His office had designed 65 agency roon 
posters and distributed more than 6. 
000 of these; printed some three mil 
lion door-openers, and mailed 200,00) 
National Insurance badges. 





in 1959, 32.6% 
dinary. 

The average size NIA ordinary pol- 
icy in 1949 was $823; in 1959, this was 
$1,205; an increase of 46.9%. The ay- 
erage size industrial policy in 1949 was 
$186; in 1959 this had increased t 
$253, or 36% increase. Total insurance 
in force per NIA family in 1949 was 
$213; in 1959 this was $302—an in 
crease of 41.7%, Mr. Abner noted. 


Eppert Is Luncheon Speaker 


Ray R. Eppert, president Burroughs 
Corp., was the fellowship luncheon 
speaker. He said today’s business world 
faces a favorable economic climate, 
but several economic storms are brew- 
ing. The change everywhere is from 
a producing to a merchandising state 
While the United States came int 
economic greatness as a proucing na 
tion (in contrast to some other power 
that came to greatness through trad 
ing), the trend to merchandising must 
be recognized. 

Mr. Eppert said marketing manage- 
ment must, to achieve a new economit 
break-through, acquire greater pow- 
ers. Economic illiteracy is the single 
worst threat facing this country in 
years to come. One of the freedoms 
not often discussed is the freedom to 
fail. Inaction is the surest road to fail- 
ure. 

The association’s historian, G. Not- 
man Branche, Federal Life of Wash- 
ington, D.C., ended his report witha 
plea for more mergers among membe 
companies. He said such mergers cal 
only lead to _ increased financial 
strength and more and greater job op 
portunities. 

J. A. Blaine-Dejoie, People’s Life of 
New Orleans, NIA’s actuary, present 
ed an interesting report that furthe 
implemented the total picture of NIA 
Fifty-four percent of NIA’s assets aft 
in U.S. government bonds and secul- 

(CONTINUED ON PAGE 21) 


of the total was or. 
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l finally H., more in keeping your readers in- 

ctive. med about trends in the business 

various inf spot news developments. Maybe 

shies ay think the insurance newspapers 
able 






ind magazines do such a good job 









performiry at company publications needn’t 
ibed action hother With news outside their own 
ith prime ompanies, but the fact is that even 
patterns 4 





slowing for multiple readership of 
pers like ours, only a minority of 





uilt into ; 





a . 
ne more than 400,000 persons in the 


ife insurance business read any kind 
pf insurance newspaper or magazine 
nublished by companies such as the 
National Underwriter Co. 
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arge Potential Audience 






So it seems to me that you’ve got a 
ange in theparge potential audience for life insur- 
1 the groggance news in capsule form, provided 
income gfyou have the judgment to sift out 
d. In 195 fwhat is of top interest’ and condense 
$15 billig fit to the size your publication is in a 
ate the Nefposition to handle and your audience 
rer the $yfwill be attracted to. 
r company Of course, you probably realize that 
‘is reflect! have a sly, underhand motive in 
ome of thgmaking the suggestion I’ve just of- 
1is genergpiered: I would hope that after your 
1e bracket; readers got a taste of life insurance 
the asso.fmews in digest form in your company 
t and se.@publications, at least some of them 
a 10-yegfwould want to get it more comprehen- 
iid he hajgsively by subscribing to THE NaTIONAL 
1e Member FUNDERWRITER. 
1,000 miles Fyeps With Publicity Releases 


sency room . P 
‘e than 6- So much for company publications 


three mil. §@s an insurance medium. How about 
led 200,om te need for news judgment in put- 
ting out publicity releases? Let’s sup- 
pose you’re issuing a release on a talk 
1 was op-@made by your president. It’s pretty 
near vital to know what the insur- 
inary pol-gance paper editors will consider worth 
9, this was§playing up. 
>. The ay-@ Sure, you can send the entire talk, 
Nn 1949 wasHand sometimes that’s the best way. 
creased to@But usually, I’?d rather have a con- 
insurance #densation or excerpt by a home office 
1949 wasfpublicity man who knows the score 
2—an in-§than to have to wade through a ver- 









































r noted. fbatim copy and pull out what I think 
our readers will be most interested in. 
" 
But, of course, when you prepare that 
Burroughs find of condensation, you need to 


luncheot fiave the same kind of “feel” for news 


mage orld Fvalues as the editor you’re sending it 
c climate, to has. 


are brew- 
e is fromgsuppose It’s Unusable? 


sing stalé} What I’ve said assumes that the 
‘ame intifyeech contains something an insur- 
ucing Bane paper would be likely to use. 
er poweS@But suppose you’ve gone over the 
ugh trad-Boresident’s manuscript and you’re 
Sing MUS Bioreed to conclude that no insurance 
paper editor would be interested in a 
manage Fiingle line of it. It’s all intra-company 
economt i tuff, or it’s generalized and inspira- 
ter POW ftional—material that sounds good but 
he single doesn’t read good. 
ountry |F Your news judgment tells you to go 
foe back to whoever wrote it and diplo- 
— ai.fttically try to get him to insert a 
@ to Wal Joule of paragraphs on some point of 
G. Nor current interest, like maybe associa- 
of W el tion group, or how the company is 
+ witht adjusting to the new federal income 
> mene tax law, or what he thinks the Treas- 
rgers oa ry will get Congress to do about in- 
financial dividual-policy pension trusts. Then 
r job op- You base your release on that. Your 
President gets a nice play in the in- 
's Life of surance papers, and you get credit for 
present getting it for him. 
t furtherfUsed By Company Lawyer 
> of NIA 
assets art 
1d secul- 
21) 


j 
> 


Incidentally, this scheme isn’t some- 
hing theoretical that I just dreamed 
Mp for this occasion. Some years ago 
! complimented a company lawyer on 


LIFE INSURANCE EDITION 


asurance News Sense Aids In Editing 


the interesting and newsworthy pas- 
sage that I had pulled out of his 
speech manuscript—which in every 
other respect was so technical as to be 
’way over my head and probably our 
readers’ heads, too. 

The lawyer smiled and told me he 
did this deliberately in his talks, so 
the trade paper editors would have 
something they could quote. But 
wouldn’t it have been a smart move 
for his company’s publicity depart- 
ment to have found those passages 


and sent them out in a news release? 

As far as sales promotion is con- 
cerned, I don’t know if any of you 
work at it, and I’m sure I never have, 
so I'll just say this: Doesn’t it seem 
as if a knowledge of the business 
should enable anyone to write more 
convincingly than if he is just relying 
on what the sales department says is 
the stuff that should be played up or 
played down? 

Well, if you weren’t convinced be- 
fore of the value of news judgment in 
your work, I hope you now are. And 
if you are, you’re probably wondering 
how you can go about acquiring this 
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kind of judgment—although I suspect 
you already have more of it than you 
give yourselves credit for. 


Needn’t Be An Expert 


So it won’t seem so forbidding, let 
me tell you this encouraging fact: 
There’s no need to become an expert 
on all phases of the life insurance 
business—or even on any single phase. 


* You know, if you stop to think about 


it, that no daily paper editor can pos- 
sibly be an expert on all the stuff that 
he passes judgment on. I’m sure I’m 
not, and neither need you be. 

A lot of the “feel” that an insur- 
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This, we think, is 


1867—DES MOINES 


LIFE INSURANCE 


There are lots of ways of measuring the 
value of life insurance. In our way of think- 
ing, in the final analysis, the true measure 
of the social and economic value of all life 
insurance is the contribution it makes to 
the individual and to society. 


Each year since its founding, an ever- 
increasing stream of checks has gone out 
from the Equitable Life of Iowa to its policy- 
holders and their beneficiaries — millions 
have meant financial 


Furthermore, life insurance dollars are 
hardworking, productive dollars—invested 
in government, business and industry, pub- 
lic utilities, farms and homes — represent- 
ing a major contribution to the local, state 
and national economy. 


the true measure of life insurance. 


Equitable LIFE INSURANCE COMPANY OF IOWA 


FOUNDED 
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ance editor gets for the news is from 
reading, but, more importantly, from 
talking with sources of information 
who are likely to be hep to the latest 
developments in their respective spe- 
cialties. 


Will Know Sooner 


This talking helps in two ways: If 
anything hot is happening, these 
sources are likely to know about it 
sooner than most others in the busi- 
ness, sometimes because it’s part of 
their jobs and other times because 
they’re the sort of people that news 


FieNATIONAL UNDERWRITER 


seems to funnel in to, while others, 
probably just as capable in their jobs, 
never seem to hear anything interest- 
ing. 

The other way these hep news 
sources can help is that if they think 
a certain news development is inter- 
esting, the chances are that probably 
many other people will think so too 
—though perhaps not until after we 
have explained the significance in our 
news coverage. So by talking to these 
knowledgeable people, we get both 
information and a basis for appraising 
its reader interest. 





no door is barred to 
Professional Competence 


To learn anything so well that others seek your 


services and counsel, insures your progress and 


status in your chosen occupation. 


The professional competence symbolized by 


But reading and asking and listen- 
ing aren’t enough, by themselves, to 
develop a sense or feel for news 
values. I think the first thing to do is 
to make up your mind that the life 
insurance world is a fascinating arena, 
where there is plenty of that challenge 
and response that the historian Arn- 
old Toynbee writes about. But keep 
your objectiveness. Don’t be so en- 
thusiastic or so dismayed at what you 
see that you can’t observe and report 
on it with an open mind. 

Because no matter how plausible a 
man’s story may seem, you have to 


We consider this an important part of Ameri- 


can United’s “Partnership Philosophy.” 








the C.L.U. Key is respected and encouraged at 


American United. Experience has taught us that 


earning and learning go hand in hand in selling 


insurance. We accordingly provide substantial as- 


sistance for our associates who wish to qualify for 


the Chartered Life Underwriter designation. 


AMERICAN UNITED LIFE 
ARY LIFE FOR 

P NSURANCE .- 

MEDICAL - 


INSURANCE COMPANY e 


GROUP RETIREMENT 


- PENSION TRUSTS - 
+ SPECIALISTS IN SUBSTANDARD UNDERWRITING AND REINSURANCE 


American United 


HOME OFFICE: INDIANAPOLIS, INDIANA 


FLEXIBLE OPTIONS - LOW NET COST SPECIALS - BUSINESS LIFE INSURANCE - KEY MAN - PARTNERSHIP - ANNUITIES - UNIQUE JUVENILE + 
GROUP MORTGAGE INSURANCE - 
GUARANTEED RENEWABLE HOSPITAL & SURGICAL 


NON-CANCELABLE DISABILITY INCOME - 


August 13, ] 


keep remembering, even as you 3 


PAugust | 


politely registering wide-eyed cred, 


lity at what he’s telling you, 
there’s another side. Maybe the oth 
side is better than his—maybe 
But you need to get them both to} 
sure of having the full story. 


Problem-Solving Makes News 


The Toynbee concept of challey 
and response—or problem-solving , 
be less fancy about it—is behind 4 
most interesting news of the life j, 
surance business. There’s challenge ; 
lapse rates, in jumbo group, offis 
expenses, recruiting, proselyting, twig 
ing, prospecting, approaching, closjp 
—and the response or lack of it is wh; 
makes most of our news, other than iy 


purely routine stuff that is news on™ 


in the most routine sense. 

I think it’s the desire to understan; 
what’s going on—not just to kno 
what is happening—that develop 
news judgment. Call it curiosity, } 
not in the idle sense. More of a cre 
tive curiosity, if there can be such 


thing. This means that if you want tj Fi 


sharpen up your creative curiosity yp 


need not only to read and listen byf > 


reflect. 
Insurance Papers Best Sources 


For the reading, you have the ingy. 
ance newspapers and magazines. Fe 


the talking part, you have exper 2 


right in your own company whom yu 
can talk to, in the home office andj 
the field. Get them to tell you aboy 


their problems and how they a & 


meeting them. You have easy acces 
to home office people, of course, by 
in the field it’s more difficult, thoug 
you have a chance to talk with fie 
men when they come to the home of 
fice or when you see them at compan 
conventions. 

How to develop news _ judgmen 
through reflecting is a more elusiy 
matter. You have to reflect on wha 
you’ve picked up through readin 
questioning and listening. What-i 
your opinion—do all these _ thing 
mean? What facts have you and whaj 
inferences can logically be draw 
from them? Are you being careful ti 
distinguish between facts and opin 
ions? Have you taken all availabk 
data into account? 


Judgment Needs Practice 


News judgment comes only wit 
practice in making news decisions, 9 
don’t be afraid to make them, eve 
though you feel they may not be 100% 
right. After all, whose are? And don! 
worry if your news judgments at 
different from those of other compaty 
publication editors and __insurant 
newspaper editors. After all, even th 
full-time, professional seasoned insur 
ance newspaper editors don’t always 
agree on the importance of a give 
news happening. 

All these suggestions I’ve offere 
mean work, no question about it. It’s 
lot easier to write your company pw 
lication material along the same line 
that have been followed since wf 
beginning. But I can’t think of § 
better cure for that occasional fenc 
in feeling than editing your publicatia 


with an eye to the significant developy 


ments in the insurance world. It ¢é 
tainly should make your job m@ 
interesting and satisfying—and p@ 
haps more rewarding financially. 


State Farm Lite Has Gains 


State Farm Life’s ordinary in fort 


at the end of the first six months 
1960 totaled $1,554,026,976. Paid i 
business for the same period was $154 
433,828, representing a 1.7% gain ove 
the same period last year. 
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BELIEVE ME... 
You Need All 


~ THREE 


Mr. Agency 


Builder: 


You should be making all 
those commission dollars that 
go with selling complete cov- 
erage to your clients: 


1. Life—Par 


and Non-Par . 


2. A&S and 
Hospitalization 


3. Group Life 
and Group A & S 
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AND, BELIEVE ME, 
YOU NEED ALL THREE 
A & S COVERAGES: 


1. Non-Cancellable 
2. Guaranteed Renewable 


3. Renewable-at- 
option-of-Company 


AND THEN ADD 
THESE THREE... 


1) Top-Commission 
Agent’s Contract; 


Well-balanced 
General Agent's 
Contract providing 
liberal overwriting, 
liberal expense 
allowance, and higher 
life-time compensation 
in service fees; 


New Induction 
Program—completely 
flexible for new agents, 
established producers, 
and brokers alike; 


... and in our book that totals 
up to aclient-pleasing, money- 
making, Agency Building op- 
portunity for you—right now 
—with... 


ZL) 
THE OHIO STATE LIFE 


Y 
HMSULANCL Om pd rt 
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COLUMBUS 15, OHIO 
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LIFE INSURANCE EDITION 


Policyholders Relation 
Programs Discussed 


(CONTINUED FROM PAGE 1) 
services of the “independent insur- 
ance counselor.” 

Also the inside front cover, inside 
back cover and outside back cover re- 
late to insurance, and the subscriber’s 
agency imprint appears on both the 
inside front and inside back cover. 

To determine acceptance of the mag- 
azine, subscribing agents sometimes 
send out questionnaires. Answers have 
been spectacularly favorable to the 
Record. In not a single instance has a 
customer said, “take me off your dis- 
tribution list.” The latest to make a 
mail survey was the progressive Chat- 
ten & Childs agency of Hanford, Cal. 
Chatten & Childs sent queries to its 
mailing list and received a 70% re- 
turn. In every case, the customer 
wanted to be kept on the Record list. 
Nearly all said they read the Record 
regularly, and a great many said they 
place the Record in a handy place for 
customer reading. 

This, will convey some idea of read- 
er reaction. And when you consider 
that the producer pays only 10 cents a 
copy (he must order in multiples of 
25), you can see that the Record is 
truly an inexpensive investment in 
good policyholder relations. 


LINCOLN NATIONAL LIFE 


Approximately two years ago, we 
instituted the practice of mailing a 
small booklet to policyholders along 
with the regular premium notices. 
These booklets are mailed once, twice 
or four times a year, depending upon 
the mode of premium payment. 

We have sponsored in each of the 
last two years the NBC television 
show “Meet Mr. Lincoln.” 

Perhaps some_ special reference 
should also be made to the work 
which is being done in the field of 
Lincolniana by Dr. R. Gerald Mc- 
Murtry, director of the Lincoln Life 
Foundation, and by his immediate 
predecessor, Dr. Louis H. Warren, di- 
rector emeritus. 


EQUITABLE SOCIETY 


Each new policyholder receives a 
letter of welcome from the president. 

A specially trained correspondence 
division is maintained to answer ac- 
curately and promptly, any questions 
raised by a policyholder or beneficiary. 

Our claims department maintains a 
missing policyholders division whose 
purpose is to keep records from be- 
coming lost and to make a constant 
effort to locate missing policyholders 
and beneficiaries. 

Our 58 cashiers and policyholders 
service sections throughout the U. S. 
have specially trained personnel avail- 
able to serve the best interest of the 
policyholder. 


Annual Report Available 


Each year the society offers policy- 
holders the opportunity to request a 
copy of our annual report. 

From time to time, policyholders 
receive with their premium notice, 
folders of a public service nature or 
facts about the Equitable. 

The messages carried in our maga- 
zine, newspaper, and television ad- 
vertising can also be considered a 
public relations activity. 

There are many services of public 
relations performed locally by the 
agent, among them, the distribution of 
good-will builders, such as calendars, 
birthday and Christmas greeting cards, 
golf balls, mechanical pencils, lighters, 
fle clips, etc. 








out in front 


A Bankerslifeman is our contact with the public. The impression 
he creates is a reflection upon himself .. . our Company . . . and 
the entire insurance industry. He is truly the man who is “out 


in front.” 


This is why we carefully choose and thoroughly train every 





















Bankerslifeman. He is taught to take a professional view of his 
work—service becomes his watchword. He is given a thorough 
knowledge of life insurance and its many uses so he may have 
both the desire and the skill to give competent counsel and 


service. 


A Bankerslifeman knows he is “out in front” in another way— 
he knows his Company is one of the true pioneers in developing 
new ideas to fit the changing needs of the public. He is proud to 
say he was the first to carry the now popular Guaranteed Pur- 


chase Option and the Wife Protection Rider in his brief case. 


BANKERS Hife COMPANY 


DES MOINES, IOWA 
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RENEWAL GUARANTY CORPORATION. ON Fina nderwriters” 
2323 First National Bank Bidg., Denver 2, Colo. i 


Gentlemen: Please send me complete, confidential 
details on your exclusive service. § understand | am NOT 
obligated in any way. 
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« . =35 arrangements may involve periodic 
Johnson Discusses Variable Annuities payments throughout a person’s life- 
(CONTINUED FROM PAGE 11) sion trust, retirement system, indivi- time, but any attempt to classify them 


arrangement is merely a means of dis- qyal annuity, deferred compensation all as insurance would lead the insur- 

tributing mutual fund shares, they are plan, or annuity furnished under a will. ance commissioners far astray. 

s'mpiy and solely investments, since [ mortality table is merely used to % 

the speculative motive is paramount,” —— “a mele of the annuity te Offers Hypothetical Case 

he observes. the value: it is not used to determine “Consider this hypothetical case: 

More Like Mutual Funds or assure solvency. There is no need Six farmers decide to pool their lands 
“What the investor seeks is much for an actuarial department. and an agreement is reached whereby 

more akin to what the holder of mu- “There is little difference between 4 yearly payment for life of 1,000 bus- 

tual fund shares buys than what the this arrangement and one where bene- hels of wheat of a ‘good quality’ plus 

holder of a life insurance policy bar- fits are furnished for the life of a per- One-twelfth of the net proceeds of the 

gains for. The actuarial features are son in terms of wheat, meals, room pooled lands are made to each farmer 

no more complicated than for any pen- occupancy or service. Any of these and the remaining six-twelfths of the 






















“J.B. never did get around 
to planning his retirement.” 


How many of your clients talk about providing for retirement, 
but never seem to get around to doing much about it? Perhaps 
you can turn their procrastination into decisive action by using 
a Great-West Life annuity contract as the basis of your 
proposal. The very favorable rates and other advantages of 
Great-West’s annuities have helped many a broker hear “yes” 
instead of “no” or “not just now”. 


For more information on Great-West’s experience-backed, 
flexible and extensive annuity portfolio, contact one of 
Great-West’s thirty-two branches in the United States. 


Great-West Lire 


ASSURANCE COMPANY 


HEAD OFFICE - WIN WIPEG, CANADA 
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termine what is wheat of ‘good qy 
ity’? How would he attempt to me 
sure the adequacy of the reser, 
Would such a test depend upon 4 
fertility of the land or on the ¢c 
federal laws regarding wheat quota 


Would Shun Stretching Jurisdiction 


“T think most insurance commissig, 
ers would agree that they have enoug 
to do dealing with their current pro 
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lems without attempting to stret@l mr. B 
their jurisdiction to cover such ¢ only 35 ¢ 
treme cases. They may well decide thy respondet 








they will not attempt to regulate vay 
able annuities in the absence of ingy. 
ance elements at least to the extent 9 
the two District of Columbia compa 
ies (Variable Annuity Life and Equj 
Annuity Life) involved in the rece 
Supreme Court decision ( that the 
companies are subject to SEC reg, 
lation). ment, be 
“Tllustrations such as the one abowBflow of v 
may seem far fetched, but once thBomy. 
customary markers are left behinif Among 
the field seems wide open. Certainh§ception < 
state legislatures and insurance con-§tory Mut 
missioners ought to weigh carefuljfcago Met 
the advisability of a step fraught wit reception 
such practical difficulties where n§ropolitan 
worth-while public benefit is discem.# tual Life 
ible.” tual of I 
Exhibi 
ed Ame 


Marsh & McLennan Sets Upf cijendar 
McKissa¢ 


Separate Welfare Fund Uni cies, 


A new corporation, Blomquist Rand. 
Reeves & Co., with headquarters in 
Chicago, has been formed in cooper ‘Larry’ 
ation with Marsh & McLennan as a 
administrative and consulting serviced Institu: 
to the trustees of joint union-employer NEW 
health, welfare and pension funds, It | 
has taken over the accounts in this 7™Er 
field formerly handled by the welfareg "ations 
fund department of Marsh & McLen- =" 
nan, a department which has bee = > 
discontinued with the advent of the aaa 
ee firm. institute’ 

mployes of the Marsh & McLennan Cit 
welfare department have become en- a 
ployes of Blomquist, Reeves & (Co. ee . 
Richard N. Blomquist, president o New Yc 
Blomquist, Reeves, has directed this 
activity for Marsh & McLennan for si 
years. Gilbert K. Reeves, vice-presi- 
dent and treasurer, manages the pet- 
sion, health and welfare funds. He ha 
been with Marsh & McLennan for si 
years. Prior to that he was with Arthuw Seabo 
Andersen & Co., CPAs. | 


Oklahoma Agents Elect Woman 
Oklahoma Assn. of Life Underwrtit 
ers has elected Bessie S. Bennet 
Phoenix Mutual, Tulsa, presidel 
Dean Calavan, Jefferson Standam 
Tulsa, was named Ist vice-presideft 
Donald V. Roller, Massachusetts Mit 
tual, Oklahoma City, 2nd vice-pres 
dent; Joseph Dean, Connecticut 
tual, Oklahoma City, 3rd vice-preg 
dent, and Charles S. Caldwell, L 
of Virginia, national committeemé 
The association believes their 2 
president is the second wom 
ever to be elected president of a st 
association. 
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Intercoast Mutual Life of Sacramel 
to is now offering optional $400 surge 
cal benefits, and accidental death ani 
dismemberment for both applicant and 
spouse with its Ward Rate hospital- 
medical-surgical plan. 
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1A Draws 475 To 
Netroit For Annual; 
irgil Harris Elected 


(CONTINUED FROM PAGE 16) 
ties of business and industry, he said. 
Mortgage loans comprise some 28% 
of this total. 

Of benefits paid to NIA policyhold- 
ors, death benefits make up the larg- 
Mest percentage—33.5%—followed by 
4&S benefits, 28.9%; surrender values, 
43%; matured endowments, 12.9%, 
land disability benefits, 4%. Percentage 
distribution of income received shows 
income from premiums, 87.5%, and 
income from investments and miscel- 
laneous income, 12.5%. 

Mr. Blaine-Dejoie said that while 

only 35 out of 53 member companies 
responded to this year’s questionnaire, 
these alone had a total payroll of $40 
million and were employing 16,000 
people. He said this information should 
be used in the companies’ advertis- 
ing, since this $40 million added to the 
$24 million paid out in benefits indi- 
cates that NIA companies are not only 
providing protection, but also employ- 
ment, better homes and a continuous 
flow of wealth into the nation’s econ- 
omy. 
Among the social events were a re- 
ception and dance sponsored by Vic- 
tory Mutual Life of Chicago and Chi- 
cago Metropolitan Mutual, and another 
reception sponsored by Detroit Met- 
ropolitan Assurance, Great Lakes Mu- 
tual Life of Detroit, and Wright Mu- 
tual of Detroit. 

Exhibitors at the convention includ- 
ed American Tobacco, Continental 
Calendar, Graphic Press, IBM Corp., 
McKissack & McKissack, Quality 
Printing, Pepsi-Cola and Remington 
Rand. 
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‘Larry’ Sims Appointed To 


Institute Publicity Post 


NEW YORK—Lawrence E. Sims, 
former assistant manager of public 
relations of National Assn. of Broad- 
casters, has been appointed to the 
newly created post of staff writer of 
the press bureau of Institute of Life 
Insurance. Mr. Sims ‘will be at the 
institute’s headquarters in New York 
City. 

Many news articles have appeared 
under the Larry Sims by-line in the 
New York Herald Tribune and the 
Rochester (N.Y.) Times Union, where 
he was a reporter. Prior to joining 
National Assn. of Broadcasters in 1958 
he was a news writer with National 
Broadcasters Assn. 


Seaboard Life of Miami has been 
licensed in Oregon and is now licensed 
in 16 states. 
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Uninsurables A Vanishing Breed 


Says Life Insurance Institute 


“The uninsurables” are a _ rapidly 
diminishing group, according to Insti- 
tute of Life Insurance, which esti- 
mates that only 3 out of every 100 ap- 
plications for ordinary life insurance 
are not accepted by reason of the ap- 
plicant’s health, occupation, habits or 
family medical history. Moreover, the 
ratio of those accepted increases when 
the large numbers of group and indus- 
trial policies are included. 

An estimated 600,000 ordinary pol- 
icies for more than $3 billion were 
issued last year to persons who would 
have been turned down for life insur- 
ance 50 years ago, when far more 
rigid standards resulted in three to 
four times as many policy applications 
being declined, the institute said. 


10 Times Normal Risks Acceptable 


“Some companies have recently an- 
nounced that they will accept policy 
applicants with impairments repre- 
senting 10 times the normal risk,’’ the 
institute reported. “Prior to this, the 
insurability maximum had been five 
times the standard. At the same time 
most companies have liberalized their 
occupational consideration to the 
point that only one job classification 
remains totally uninsurable, experi- 
mental jet aircraft pilots.” 

Moral risks continue to be consid- 
ered on an individual basis, but as a 
group, convicted criminals or rack- 
eteers are uninsurable. 

Readjustment of medical standards 
by life companies has, for example, 
opened up insurability, depending on 
individual considerations, to millions 
of diabetics, those with certain heart 
impairments and practically all ex- 
pectant mothers. 


Heart Disease And Insurability 


Further advances in medical under- 
writing enable some persons who have 
had a coronary occlusion to qualify for 
life insurance one year after the at- 
tack, although they were once con- 
sidered uninsurable. However, heart 
disease remains the major reason for 
uninsurability, accounting for more 
than one-half of annual rejections of 
all types. 

Persons who have been successfully 
treated for cancer are accepted, in 
some cases, for life insurance four 
years later, a one year reduction over 
the recent waiting period. Applicants 
with a past history of tuberculosis now 
arrested, also at one time regarded as 
uninsurable, are today accepted at 
extra rates and in some cases at stand- 
ard rates. 
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Brooklyn College’s 
Arthur Secord On NALU 
Luncheon Program 


WASHINGTON, D.C.—Arthur Se- 
cord, director of community services 
at Brooklyn College, will be the speak- 
er at the NALU luncheon, Monday, 
during NALU’s annual convention 
here, Sept. 11-16. 

NALU’s committee of women under- 
writers, whose chairman is Hedwig 
Eichenberg, Kansas City L'fe, Kansas 
City, sponsors the luncheon for all 
convention registrants and guests. 

The luncheon will be one of the 
early features of the week-long con- 
vention. The Monday program will get 
under way with a breakfast at 8 a.m.. 
which will be followed by NALU com- 
mittee meetings at 9:15 a.m. Committee 
meetings will start again at 2 p.m. 
Evening activities include the Women 
Leaders Round Table at 7:30 p.m. and 
the association workshop at 8:30 p.m. 





Today, a fraction of 1% of life in- 
surance applicants are turned down 
because of their hazardous occupations 
and the list of jobs in the extra-risk 
classification is dwindling rapidly. 

“The great improvements in indus- 
trial safety and preventive medicine 
have all but removed occupations as 
a main factor in determining insura- 
bility,” said the institute. “It is pre- 
dicted by some _ underwriters that 
within five years times, the hazardous 
job classification will no longer be a 
consideration and with all other factors 
favorable, life insurance will be issued 
at standard rates.” 


Mutual Service Reports Gains 

Mutual Service Life of St. Paul re- 
ported a 12.2% gain in ordinary life 
for the first six months. Total in force 
now stands at $319 million. Affiliated 
Mutual Service Casualty had a six- 
month increase in premium volume of 
8.1% to $8,858,000. 


State Mutual Life has been certified 
to write individual life, A&S, and 
group lines by the dominion govern- 
ment in Canada. 





aft Muu 
IPT Ty eS 


2 ey 


Because 
it makes 
sense! 





That's why so many buyers choose Occidental’s Change-Easy 
plan of one-policy programs, put together rider-by-rider as 
needs change and grow. The contrast below tells the story: 


WITH CHANGE-EASY WITHOUT CHANGE-EASY 


. Patchwork of policies 
often results. 


1. One flexible policy usually 1 
does the trick. 


2. New needs covered by 2. Another new policy for 
additions to base policy. each new need. 


a 


3.One premium date. 3. Scattered premium dates. 


4. One agent — you. 4. Often several agents. 
5. Multiple companies, 
multiple billings. 


5. One company, one billing. 


Best of all, the cost! One Change-Easy policy usually costs 
less than multiple policies covering the same needs, thanks 
to Occidental’s plan of true premium grading. 


Any way you measure it—by cost, convenience or coverage— 
the Change-Easy way of buying life insurance makes sense 
—and clientele. 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles/W. B. Stannard, Senior Vice President 
(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 





We pay Lifetime Renewals... they last as long as you do! 
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Home Office Changes 


Northwestern National 


W. J. Ramey, formerly head of Uni- 
versity of Seattle’s marketing depart- 
ment, has been named director of 
market research. 

J. C. Anderson, policyholders’ serv- 
ice department manager since 1955, 
has been appointed agency secretary. 
He is succeeded by J. V. Jensen, agency 


.... What’s your reason. 


7 can probably think of many reasons for not embarking on the C.L.U. study program 
this fall. One of the best is ‘‘lack of time.”’ Then there’s the effort it takes in keeping up with 
assignments each week and the work of reviewing for examinations. Besides, you’ve probably 
heard somewhere that the C.L.U. 


economics than it has to with such practical things as salesmanship. 


But wait a minute. It’s not just happenstance that a significant number of almost any 


accounting manager. A. L. Johnson re- 
places Mr. Jensen. 


Life Of North America 


G. A. Reynolds, former associate 
actuary with Penn Mutual Life, has 
been elected assistant vice-president, 
group department. He has been with 
Great-West Life in Winnipeg and with 


life company’s top producers are C.L.U’s. 


And the reason is this: The C.L.U. program stresses the concept of professional service to 
the life insurance-buying public. And in preparing men to render such service, it provides them 
with the background and knowledge to use life insurance creatively in serving their client’s in- 


terests. Salesmanship is important—there’s no question about that. But creative selling, fortified 


with professional standards, produces bigger and better results. 


If you don’t plan to enroll in the C.L.U. study program this fall, make sure you’ve got 


a reason—not an excuse. 


N/W NATIONAL 


NORTHWESTERN NATIONAL 
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program has more to do with such theoretical things as 


COMPANY OF 





Travelers as assistant actuary and 
assistant secretary, group. He is a fel- 
low of the Society of Actuaries. 


Berkshire Life 


R. H. Wilkinson, associate general 
counsel, has been elected general coun- 
sel, and A. C. Cornelio, attorney, was 
elected counsel. 


Aetna Life 


J. A. Hill, senior vice-president since 
1958, has been elected a director. Prior 
to 1958, he was general agent at To- 
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ledo for 20 years. He is a life mem 
of Million Dollar Round Table apn 
director of Aetna Life’s newly acqyj 

















































affiliate, Excelsior Life of Toronto, } ’ 
sides becoming a director of Ag >] 
Life, he was also elected a directo, B. has 
Aetna Casualty & Surety and of Sta, 952, 
ard Fire. FIDELI 
I. J. Sitkin, superintendent of pM inted L 
chine accounting, has been appoin bf agencit 
assistant secretary, accounts depafiye has t 
ment of Aetna Life, Aetna Casualtyfbyramid 1 
Surety and of Standard Fire. 
. . GREAT 
Kansas City Life yw. J. Jan 
Mrs. Ada M. Wright has  retiggpf the Ch 
after 47 years with the company, ggco. @ dir 
has been supervisor of the  iney RANC 
settlement department since 1947 F aR 
was issue department supervisor fp pointe d 
1924 to 1947. She joined the compli" 2c 
when she was 17 years old. Routh Ca 
Union Central Life HAMIL 
W. L. Lingle Jr., executive vigheph Lill; 
president, has been named a directartner 
filling a vacancy created by the siNew Yor 
tirement of C. W. Dupuis, Cincinn; 
banker, who was named _ direc WESTE 
emeritus. er has € 
dent and 


Cal.-Western States 


G. C. Miller has been named diry, 
tor of training; J. E. Wight super 
tendent of northwest area agencig 
and J. C. Lillard superintendent , 
southern California agencies. 


president 
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named R 
dent and 
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marketins 
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Alexande 


Metropolitan Life 
A. H. Brawner has been electal 
director. He is chairman of W. P. Fulg 
& Co., San Francisco, and a director, 




















Fireman’s Fund. Mrs. M: 
7 = elected pt 
Old Republic Life eye 


D. E. Ketchmark has been name 
sales administrator for the midwe 
credit life division. He was former 
group department supervisor for Ill 
nois Mutual L.&C. 


John Hancock 
H. R. Baker Jr., associate co 
has been promoted to counsel. He is 
member of the committee on adver 
tising rules of Health Insurance Ass 


Provident Life & Accident 


H. C. Hanlin, associate actuary, ha 
been promoted to actuary. He is a fe. 
low of Society of Actuaries and pa 
president of Southeastern Actuaries 
Club. 


American United Life 
A. G. Tuthill has been appointei 
assistant superintendent of agencies’ 
He has been with Fidelity Mutual 0 
Philadelphia since 1922, most recentl 
as associate manager of agencies. 


Manhattan Life 
M. A. Frey, who organized the pol 
icy change division of the business de 
partment, has been appointed assistant 
secretary and manager of the division 


Northeastern Life 
N. H. Tarnoff, regional superintend 
ent of agencies, has been promoted t 
director of agencies. He has bee, 
general agent for Empire State Mu 
at New York and for State Mutu 
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‘fe in White Plains, N.Y. He is past 
president of Westchester Life Un- 
lerwriters Assn. 


a life mem; 
Table an 









ewly acq 

Toronto, } W.O.W., Omaha 

jor of Agi B. L. Hall, with the society since 
a directo, ‘ 





952, has been named field secretary. 


FIDELITY BANKERS LIFE has ap- 
ident of » hinted D. D. Hulbert superintendent 
€N appoings agencies for the southern division. 





and of Sta, 










unts depa e has been director of agencies of 
a Casualty pyramid Life. 
- GREAT EASTERN LIFE has elected 
Life J. Jantzen, regional vice-president 
has retj Mt the Chemical Bank New York Trust 


company, ggco., 2 director. 

the incall pRANCIS MARION LIFE has ap- 
nee 1947 aff ted R. L. Kelly head of the invest- 
eT VISOF fr ont and mortgage loan departments. 
the compy ST’ teen cameiuskeas of the 
, kouth Carolina department. 


Life HAMILTON LIFE has elected Jo- 
cutive vig seph Lilly a director. He is a senior 
da directfmartner of Joseph Lilly Associates, 
| by the iNew York public relations firm. 


nod ltt’ WESTERN EMPIRE LIFE of Den- 
‘Ter has elected G. S. Ashley Jr. pres- 
dent and a director. He has been vice- 


































tates resident of H. B. A. Life of Phoenix. 

1amed dil GENERAL LIFE of Wisconsin has 

ght Supetig amed R. J. Schillinglaw vice-presi- 

ea agencigient and agencies director. 

iIntendent ; 

ies. WESTERN RESERVE LIFE of 
° Cleveland has elected J. F. Robinson 
Life marketing vice-president. 

W pt§ WEST COAST LIFE has appointed 






a director ¢ Alexander Marshall associate actuary. 






Mrs. Margaret Brand Smith has been 
elected president of UNION BANKERS 
of Dallas to succeed James H. Perry, 
who has resigned for health reasons. 
Mrs. Smith has been executive vice- 
® president and is president of General 
“Insurance Investment Co. which ac- 
quired control of Union Bankers in 
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k 1958. As of Aug. 1, Union Bankers ab- 
sorbed all of the A&H business of Re- 
ate Couns tiance National Life of Salt Lake City. 
isel. He is 
- on adves William McGinty has been elected 
rance Asug acting president of AMERICAN PUB- 
r LIC LIFE of Indianapolis. Other new 
ccident J otticers are: Executive vice-president, 
ictuary, hag Norbert Eckerle; vice-president, 
He is a fe-§Charles E. Dunlap, and agency direc- 





>s and paiftor, H. D. McGee. Messrs. Dunlap and 

| Actuarisf McGee have been with International 
Bankers Life of Fort Worth. 

Life 


appoint Mutual Benefit Life Has 


f agencit¥ Group Major Medical Plan 
Mutual @ Major medical coverage for groups 
st recently (¢ 10 or more employes as a supple- 
Agencies Fment to group Blue Cross and Blue 
Shield plans, has been made available 
by Mutual Benefit Life. A series of 
standard major medical plans is 
offered for groups of 10 to 50 lives 
and for groups of 50 or more lives. 
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fe Columbus (O.) CLU Chapter Elects 
perintend, Columbus, O., CLU chapter has el- 
romoted tg ected Gerald A. B. Woodley, Home 
Life, president; Frederick A. Exline, 
Connecticut General, and John C. Win- 
ter, Occidental of California, vice-pres- 
idents; Duane E. Guerin, Manufactur- 
iy ets Life, secretary-treasurer, and Bur- 
e . ton C. Holmes, Aetna Life, director. 















Equitable Reserve Assn., Neenah, 
Wis, has a new dividend schedule 
Ns FoR fUNder which its distribution of sur- 


panies §Plus by dividends will be the largest 

yever. Also, the association has in- 
. treased interest on dividends and pol- 
seep 2, N\ty proceeds left on deposit to 314%, 


j@nd on advance premium deposits to 
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Field Changes 


Connecticut General Life 

T. J. Tighe, special group represent- 
ative at New York, has been appointed 
assistant district group manager at 
Cleveland, to succeed R. E. Pape, who 
is advanced to district group manager 
there. 

T. R. Haddock, assistant group man- 
ager at Hartsdale, N. Y., has been 
named group manager at Atlanta. 

F. J. Schneider Jr., special group 
representative at Kansas City, has been 
appointed assistant district group man- 
ger there. 

J. F. Devlin, formerly with the field 
group staff at Boston, has been ap- 
pointed group pension representative 
at Pittsburgh. 


Guardian Life 
D. H. Burns, who has been with 
Aetna Life, and J. V. Shafer, associate 
manager at Milwaukee, have been 
named managers at Columbia, S. C., 
and Detroit, respectively. 
S. L. Gunter Jr., who joined Guar- 
dian in 1959, has been appointed su- 
pervisor in Wheeling, W. Va. 


Franklin Life 


M. E. Cook Jr., formerly with John 
Hancock, has been appointed regional 
manager at Omaha. 

J. L. Rowe, formerly with Equita- 
ble Society, has been named general 
agent at Miami. 

J. S. Keyes Jr., formerly with Pru- 
dential, has been appointed general 
agent at Galveston, Tex. 


Union Mutual Life 


M. V. Terrill, who has been in per- 
sonal production at Grand Rapids, 
Mich., and before that was assistant 
manager, has been appointed manager 
there. He is president of the Tri-Cities 
Life Underwriters Assn. 


Cal.-Western States 
W. D. Daniels has been named man- 
ager of the Sacramento agency. suc- 
ceeding E. E. Noyes who retired last 
month after 16 years there. 


Northwestern National 
F. R. Wiklund, supervisor at the 
home office, has been appointed man- 
ager of a new district agency at Fari- 
bault, Minn. 


State Mutual Life 


J. W. Hartman, assistant manager at 
Manchester, N. H., has been promoted 
to manager there. He is a former 
director of Burlington (Vt.) Life Un- 
derwriters Assn. 


Provident Life & Accident 


R. L. Richey has been appointed di- 
vision manager for the Georgia group 
department, with headquarters at At- 
lanta. 


Security Mutual, Neb. 


DeVerl Watson has opened general 
agency offices at Salt Lake City. For 
the past two years he has been field 
supervisor in the home office for an 
area of 13 midwest and northwestern 
states. 


Bankers Life Of lowa. 


W. D. Kilgore has been named a 
group representative at the Dallas of- 
fice. 


Connecticut Mutual Life 


G. W. Jackson, supervisor at Indian- 
apolis, has been appointed general 


agent there, to succeed C. C. Jones, 
who has retired. Mr. Jackson is a life 
member of Million Dollar Round Table 
and has been president of Indiana Life 
Insurance Leaders Club, and treas- 
urer and a director of Indianapolis Life 
Underwriters Assn. 


Lincoln National Life 

B. B. Altman has been appointed to 
a supervisory post with the King agen- 
cy of Charlotte, N. C. 

H. T. Reichenbach and R. B. Toft 
have been named regional group man- 
agers in Washington, D. C. and Chica- 
go, respectively. 


Equitable Life 


J. E. Croul Jr., agent at Anchorage, 
has been appointed manager there of 
the company’s first Alaska branch of- 
fice. Besides being an Equitable agent, 
he was manager of personnel and pub- 
lic relations for Federal Electric Co. 


Paul Revere-Mass. Protective 

T. K. Clyde, home office group rep- 
resentative at Albuquerque, has been 
named regional group manager of a 
new office at Dallas. He has been with 
Franklin Life. 

V. M. Becker, supervisor at Roches- 


ter, N. Y., has been named training su- 
pervisor for the eastern region. He has 
also been with Prudential. 


Life & Casualty 
J. M. Williamson and J. E. Nicholson, 
staff managers at Greensboro and 
Asheville, N. C., respectively, have 
been appointed managers at Washing- 
ton, D. C., and Charleston, S. C., re- 
spectively. 


Manufacturers Life 
Gene Clark, supervisor at Los Ang- 
eles, has been appointed manager in 
Hawaii, to succeed W. Needham-Clark, 
who filled the post temporarily since 
January, 


Postal Life 


The Conrad E. Michaels agency, also 
known as the Insurance Advisory 
Council, has been appointed general 
agent at Philadelphia, with Henry Le- 
vine as brokerage supervisor. Mr. Le- 
vine has been with Guardian Life. 


General American Life 
R. F. Schnatmeier has been pro- 
moted to assistant district group man- 
ager at Atlanta. 
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When it’s new 


| EQUITY” ~ 
| 
~ PLAN 


TO: Brokerage Development Dept., 
Crown Life Insurance Co., 
120 Bloor St. East, Toronto, Canada 


Please send me Crown’s Guaranteed Equity Plan for 
(] Split Dollar 
(] Self-financed Plan [] Rate and Values Card 


NOW... 


introduced in the United States 
for the first time — 


CROWN LIFE’S 
GUARANTEED 


s 


Crown’s Guaranteed Equity Plan is strictly 
non-participating. 
e No dividend doubts ¢ No Term rider additions 


e Savings Plans e Split-Dollar Plans 


e Self-financed Plans e Programming Plans 
and a low minimum—only $15,000 


Write for your brokerage kit. . . today. 


(_] Savings 








in town... 
It comes from 
TO 
CROWN 
ADDRESS. 
CITY_ 


STATE 











Not yet available in Massachusetts or Illinois 






FkeNATIONAL UNDERWRITER 


Editorial Comment 


Policyholder Relations Programs 


A series of articles on policyholders 
relations has been running in recent 
weeks in THE NATIONAL UNDERWRITER. 
The response to the questionnaire sent 
out has varied widely. Many companies 
have made no answer at all; some 
have overlooked their own long-stand- 
ing programs, saying that they had no 
policyholder relations activities. 

There seem to be a few routine 
things that nearly every company does 
to give its policyholders a sense of 
identity with or gratitude toward the 
insurer. Annual statements, advice, a 
search for “missing” policyholders, 
lists of claims offices, all go out to the 
customer from time to time. Beyond 
that there are a few companies that 
find time to attack the subject with 
vigor and imagination. These programs 
earn for the companies reputations for 
responsiveness and market-mindedness 
that any company in any industry 
would be proud of. 

Perhaps the wonderful reputation of 
life insurance makes it unnecessary for 
an insurer to encourage in its custom- 
ers a sense of a community of purposes 
with the company. Perhaps the agency 
system makes a centralized drive by 
the home office superfluous. But per- 
haps what was good enough policy- 
holder relations for the last decade 
may not be good enough for the next. 
Eventually companies that care about 
their customers may find themselves 
in more enviable positions than those 
companies that do not. 

One of the difficulties in deciding 
what is a good idea and what is a bad 
one is the obscurity of policyholders’ 
wishes. For instance, various compa- 
nies have included in their market re- 
search efforts questions about the 
worth of the company publication or 
its program of premium notice inserts. 
Some companies have found an enthu- 
siastic response. Others contend that 
such material is called “garbage” by 
clients. Some companies are justly 
proud of their regional meetings. 
Others—which do not have such pro- 
grams—say they’re a waste of time and 
energy. 

The main trouble with public re- 
lations or policyholder relations pro- 
grams is that no one seems to be able 
to assess the results in relation to 


other productive activities. Once in a 
while, however, dramatic results can 
be clearly seen. Mutual of New York’s 
program of tabulation and quick re- 
sponse to complaints represented hard 
work for the people involved. But in a 
year or so an average of 900 com- 
plaints a month went down to about 
35 complaints per month. 

This particular program had impor- 
tant secondary effects. By developing 
a system of lines of responsibility and 
of many reports from various depart- 
ments to the president, the company 
developed a sense of the policyholder 
mind, and programs were evaluated 
in relation to what their effect on cus- 
tomers would be. Special areas of ac- 
tivity where dissatisfactions existed 
were carefully revised. Warnings were 
sent out in advance of changes in pro- 
cedures. Everyone became aware of 
public implications of company policy. 

Mutual of New York is_ just 
one company of many with excellent 
policyholder relations programs. But 
the “before-and-after” pictures there 
are unusually sharp. 

The alternatives here are clear—the 
policyholder can tell fairly soon 
whether he is being treated as a valued 
customer or a petty annoyance. Pre- 
sumably the companies that show 
themselves sensitive to policyholder 
demands will profit materially from 
this quality —J. H. 





Personals 


Frederick A. Schnell, 2nd vice-presi- 
dent of the Los Angeles regional home 
office of Prudential, has been elected 
chairman of the Los Angeles chapter 
of American Red Cross. He has headed 
Red Cross fund-raising campaigns for 
two years. 


William A. Marbury Jr., president of 
Bankers Life of Louisiana, has been 
appointed by Gov. Davis to the Louisi- 
ana Board of Commerce & Industry. 


Ralph E. Kiplinger, president of 
Guarantee Mutual Life, has been 
elected president of the Omaha Cham- 
ber of Commerce. 


Deaths 


ROBERT L. BLOCK, 60, vice-presi- 
dent of North American Life, A&H, 
died of a heart attack. He had been 
with the company since 1952. 


Stocks 


By H. W. Cornelius of Bacon, Whipple & Co 
135 S. La Salle St., Chicago, Aug 9, 1960 
Aetna Life 8612 
American General 342 
Beneficial Standard 1512 

Business Men’s Assurance 

Cal.-Western States 

Commonwealth Life 

Connecticut General 

Continental Assurance 

Franklin Life 

Great Southern Life 

Gulf Life 
Jefferson Standard 
Liberty National Life 
Life & Casualty 
Life of Virginia 
Lincoln National Life 
National L. & A. 
North American, Ill 
Ohio State Life ... 
Old Line Life 

Old Republic Life 
Republic National L 
Southland Life 
Southwestern Life 
Travelers 
United, IIL. 











Donald E. Lynch Leaves 
Mutual Benefit Life; 
To Head PR Association 


Donald E. Lynch, public relations 
director of Mutual Benefit Life, has re- 
signed from that 
post effective Sept. 
2 to become exec- 
utive director of 
the Public Rela- 
tions Society of 
America, Inc. He 
will succeed Shir- 
ley D. Smith. 

Mr. Lynch en- 
tered public re- 
lations work in 
1946 with LIAMA, 
where he _ estab- 
lished the public 
relations department. He joined Mu- 
tual Benefit in 1953. 

In 1956 he was the director of the 
first public relations seminar for life 
companies, held at Princeton, N. J. 
He edited a book in 1958 entitled “Pub- 
lic Relations for Life Insurance Com- 


Donald E. Lynch 
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panies,” and is a contributing edito, 
“Handbook of Public Relations,” , 
cently published by McGraw-Hill, } 
has served as chairman of the Easts 
Round Table of the Life Advertiss 
Assn. and is a member of the exep 
tive committee of LAA. 


Gregg To Be Speaker 
At LAA Annual Meeti 


Davis W. Gregg, president of Ame 
ican College, will be one of the speq 
ers at the annual meeting of |; 
Insurance Advertisers Assn. in yy 
York, Sept. 21-23. Mr. Gregg y 


share the spotlight with other pv 


viously announced speakers from 4 
life insurance business, who will ¢ 
cuss “The World We Work In,” one, 
the two themes of the meeting. 
The other theme, “The World ¥ 


Live In,” will be covered by a gre 


nsur' 


The U 

msor ¢ 
Gove 
ison. 

The scl 
versity 0: 
n insura 
puring th 
be tl 
§, con 
Duke Uni 
ar gathe 
um will 
ndustry, 
povernme 


of educators, all of whom have bei 


mentioned in previous announcemer; 
of the meeting program. 

The program will also include 
advertising exhibit, 
and sales promotion materials, as we 


public _relatiggh 


as a seminar on audio-visual selling fF 





New Florida 
Handbook Published 


A new Underwriters Handbook ¢ 
Florida has just been published ly 
the National Underwriter Company, 
It provides complete and up-to-dat 
information on the agencies, comp. 
nies, field men, general agent, 
groups and other organizations 3. 
filiated with insurance througho 
the state. Copies of the new Flori 
handbook may be obtained from th 
National Underwriter Company a 
420 East Fourth Street, Cincinnaj 
2, Ohio. Price $12.50. 
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Conventions 


August 22-24, International Federation of 
mercial Travelers Insurance Organizati 
annual, Queen Elizabeth Hotel, Montreal 
Canada. 

August 24-27, Federation of Insurance C 
sel, annual, Bellevue-Stratford Hotel, 
delphia. 

Sept. 11-16, National Assn. of Life Unée 
writers, annual, Statler & Mayflower H 
Washington, D. C. 

Sept. 18-21, International Claim Assn., 
Whiteface Inn, Whiteface, N. Y. 

Sept. 21-23, Life Insurance Advertisers 
annual, Essex House, New York. 

Sept. 26, Fraternal Actuarial Assn., 
Queen Elizabeth Hotel, Montreal, Canada. 

Sept. 26-28, National Fraternal Congress, 
ot Queen Elizabeth Hotel, Montreal, ¢ 
ada, 

Sept. 26-28, Life Office Management 
annual, Royal York Hotel, Toronto, 0 
Canada. 

Sept. 28-30, Society of Actuaries, annual, Ed 
water Beach Hotel, Chicago. 

Sept. 14-16, Society of Chartered 
& Casualty Underwriters, annual, 
Hotel, Detroit. 

Oct. 10-11, Conference of Actuaries in Publ 
Practice, annual, Sheraton- Blackstone Hote 
Chicago. 

Oct. 10-14, American Life Convention, annu 
Edgewater Beach Hotel, Chicago. 

Oct. 27-29, Midwest Management Conferené 
annual, French Lick, Indiana. 

Nov. 2-4, Institute of Home Office Underwt 
ers, annual, Statler Hotel, Washington, D. & 

Nov. 14-17, Life Insurance Agency Mana 
ment Assn., annual, Edgewater Beach Hote 
Chicago. 


Nov. 28-Dec. 2, National Assn. of Insuradt 


Commissioners, regular meeting, Commodd 
Hotel, New York. 


Dec. 12-13, Assn. of Life Insurance Coun® 
annual, Waldorf-Astoria Hotel, New York. 


Dec. 13, Institute of Life Insurance, anni 
Waldorf-Astoria Hotel, New York. 
Waldot 


Dec. 14-15, Life Insurance Assn., 
Universi 


Astoria Hotel, New York. 
Dec. 28-30, American Assn. of 
Teachers of Insurance, annual, St. Louis. 
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‘ing Editor, 


av: cava), Of Wis. To Sponsor 
bymposium On 
asurance Regulation 


’ the 
Adverti 
f the exer 


>atker The University of Wisconsin will 
7 nsor a Symposium on “Insurance 
Meet Nand Government” Sept. 19-20 at Mad- 
vo a Pte school of commerce at the Uni- 
ing of “ersity of Wisconsin has been active 
sn. in Ne , insurance education and research 
Gregg yqpuring the past decade. The symposium 
other ppyvill be the second of the kind in the 
rs from ygp.S- conducted on this scale. In 1940, 
ho will “Buke University was sponsor of a sim- 
© In.” cal ar gathering. The Wisconsin sympos- 
ting, jum will bring together leaders from 
Ww : 1d ndustry, state regulation, the federal 
+ — ;vernment and academic institutions. 
. le. San Erwin A. Gaumnitz of the school 
© Deg commerce is in general charge. 

rouncemeti# among those who will present pa- 
: vers are Robert E. Dineen, executive 
_include afiepresident of Northwestern Mu- 
1c relating.41 Life; Robert Bicks, acting assist- 
dale, aS Wit attorney general, anti-trust divi- 
lal selling Fn U. S. Department of Justice; Wil- 


iam A. Berridge, economist Metropol- 
itan Life; Alfred C. Bennett, special 
1 ounsel New York department; Rich- 
rd M. Heins, associate professor of 
ished ommerce University of Wisconsin; 
ames B. Donovan, counsel National 
re Bureau of Casualty Underwriters; F. J. 
Sa ed by Marryott, vice-president Liberty Mu- 
ompany.@ al; W. Perry Epes, associate counsel 
up-to-daef th America; Joseph S. Gerber, Illi- 
=“ COMET, mois director of insurance; Donald P. 
. ti agents McHugh, counsel Senate subcommittee 
eae on anti-trust and monopoly; Jerome 
Pollack, consultant UAW-CIO, and 
iz, J. Faulkner, president Woodmen 
Accident & Life. 
ym 
Cineltnatf{Twpies Listed 
Among the topics to be taken up in 
the two days of presentation and dis- 
cussions of papers will be: The impact 
of state regulation on the small com- 
panies and their financial affairs; the 
Dns proper role of government in the health 
insurance field; monopoly conditions 
in the life business; the role of govern- 
ment in regulating the affairs of in- 


ation of 
Organ: surance. 
tel, Monttif It was explained that the Univer- 
urance Cufsty of Wisconsin symposium is the 
Hotel, outgrowth of the current federal in- 
Lite am vestigation into insurance by the Sen- 
flower Hopate Subcommittee on anti-trust and 
monopoly conducted by Sen. O’Mahon- 
Assn., annuifey of Wyoming. Many of the problems 
vtisers Amgesed in the subcommittee hearings 
., are yet to be resolved, and the uni- 
\ssn., versity feels a forum should provide a 
il, Canada Bmilestone in the thinking and liter- 
— ature relating to insurance regulation. 
Housing facilities are available to 
sent accommodate a limited registration 


from industry and government. The 
fee for the two-day conference, in- 
cluding some of the meals but exclud- 
Prope ing housing, is $50. Reservations should 

be sent to Dean E. A. Gaumnitz, 
Publ School of Commerce, University of 
Hoe Wisconsin, Madison 6. 


ye a efferson Standard’s 6 Month 
pales Up 10% To $122,429,963 


ae D.@ Jefferson Standard Life’s total sales 
cy Soe for the first six months of 1960 were 
_ $12,429,963, a gain of some 10% over 
yf Insuratythe half year in 1959. Gain in insur- 
CommoZance in force for the six-month period 
1ce Counsig Was $55,094,956. 
Yew York § The directors, at their regular quar- 
nce, anniliterly session, declared a quarterly di- 
" waraotf"dend of 20 cents on Jefferson Stan- 
fard’s 5 million outstanding shares. 
ae fhe dividend was made payable Aug. 
. 10 to stockholders of record Aug. 1. 
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Clarence J. My- 
ers, chairman and 
president of New 
York Life, right, 
signs contract for 
the construction of 
a 16-story addition 
to the home office 
building in the 
northern part of 
the same block as 
the present struc- 
ture. With Mr. 
Myers is H. C. 
Turner, president 


of Turner Construction Co., which was awarded the general contract for erect- 
ing the building. When completed, the new building will provide New York Life 
with 604,000 square feet of additional office space and will be constructed of 


limestone, glass and metal. 





Larus Retires As V-P 
Of Phoenix Mutual 


John R. Larus, vice-president, actu- 
ary and a director of Phoenix Mutual 
Life, has retired 
after 47 years’ 
service. He has 
been actuary since 
1929 and vice- 
president as well 
since 1934. 

Mr. Larus is past 
president of So- 
ciety of Actuaries 
and served as 
chairman of Hart- 
ford’s pension 
committee and on 
its first council un- 
der the city manager government. 


John R. Larus 


Mass. Mutual Group Major 
Medical Plans Have A New 
Family Monthly Deductible 


Massachusetts Mutual has made its 
group major medical plans available 
with a “family monthly deductible.” 
The deductible provides that all in- 
sured members of a family are eligible 
for benefits in any month in which 
the family’s combined medical ex- 
penses exceed the deductible amount. 

Under a conventional major medical 
plan with a deductible, each member 
of a family is subject to the individual 
amount before benefits are available. 
Under Massachusetts Mutual’s family 
deductible, only one stated amount is 
deductible from the total covered ex- 
penses incurred regardless of how 
many members of the family are in- 
volved. 

Although the deductible will be 
satisfied by the family’s total covered 
expenses, each person covered will be 
eligible for the maximum benefits as 
under present plans. 


Standard Security Starts 


General Agents’ Council 
Standard Security Life of New York 
City has established a general agents’ 
council to coordinate functions and 
activities of the field force and home 
office. The council will hold periodic 
conferences and monthly’ dinner 
meetings. The idea was introduced to 
general agents of the company at a 
business luncheon, which was also the 
occasion for introduction of new gen- 
eral agents to home office executives. 


Gyory Gen. Phone Buyer 

Robert S. Gyory, insurance manager 
of Sylvania Electric Products, Inc., has 
joined General Telephone & Electron- 
ics Corp. as insurance and pensions 
director. He has been with Sylvania 
since 1952 and before that was with 
Zurich and American Guarantee & 
Liability. 


A&S Coverage Vital Part 
Of Insurance Protection 


Life agents are failing to do their 
jobs unless they include A&S protec- 
tion in programs designed to meet 
their clients total insurance needs, 
according to William B, Cornett, A&S 
director of Prudential, who spoke at 
the University of Connecticut’s annu- 
al life insurance school. 

The speaker said that a_ recent 
study of mortgage delinquencies 
showed that sickness and accidents 
cause the loss of five times as many 
homes as death. The double benefits 
of A&S protection—payment of hos- 
pital and doctor bills and disability 
income—also protect the client’s 
standard of living, retirement income, 
and his ability to keep his life insur- 
ance program, Mr. Cornett pointed 
out. 

Many life agents are doing an ex- 
cellent job of installing life programs, 
he said. “Unfortunately, many do not 
present the whole concept of total 
needs.” 


Individual Life Sales For 
New England Life Total 
$433 Million In Half Year 


New England Life’s individual life 
sales in the first half of 1960 totaled 
$433 million, a gain of 1% over the 
same period in 1959, while individual 
insurance in force rose 4% to $6.8 
billion. Total income for the period 
was $153.6 million, of which $109.7 
million was from premiums and the 
balance from investments. 

Sales of group term amounting to 
$31.9 million brought group in force to 
$708.9 million, up 3.7%. 


Douglas J. Bailey Heads 


Guardian's Leaders Club 


NEW YORK—Douglas J. Bailey of 
the Ross agency in Boston has been 
elected president 
of Guardian Life’s 
Leaders Club. He 
served as eastern 
territorial vice- 
president for the 
1958-60 club pe- 
riod and was chos- 
en president at the 
recent Guardian 
centennial conven- 
tion here. He suc- 
ceeds Arthur J. 
Raymann of the 
Spaulder, War- 
shall & Schnur agency, New York 
Citv. 

Mr. Bailey has qualified 11 times 
for the Leaders Club, five times for 
the President’s Club and three times 
for the Million Dollar Club. He is also 
a member of the 1960 Million Dollar 
Round Table. 


D. J. Bailey 
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Number Of Insurers 
Writing Guaranteed 
Renewable A&S Rises 


At the end of 1959, at least 53 in- 
surance companies issued individual 
and family health policies which were 
guaranteed renewable for life or to 
later than age 65, according to a 
Health Insurance Institute analysis. 
A year before, 33 companies issued 
such policies. 

The analysis showed that in the 
period of a year there also had been 
general improvement in policy pro- 
visions applying to the maximum age 
at which these policies would be re- 
newed, the maximum age at which 
such policies are issued, maximum 
daily hospitalroom and board bene- 
fits, maximum duration of hospital 
stay, and maximum surgical benefits. 

Of the 33 companies which at the 
end of 1958 issued guaranteed renew- 
able policies, 31 renewed them for the 
lifetime of the insured, one company to 
age 70 and one to age 75. However, at 
the end of 1959, when 53 companies 
were listed, 51 issued policies guar- 
anteed renewable for the lifetime of 
the insured, one to age 70 and one to 
75. 


50% Issue To 65-Plus Group 


In terms of the maximum age at 
which a company will issue a guar- 
anteed renewable policy, half of the 
companies in 1958 issued policies to 
persons 65 or older, including nine 
companies that issued policies to per- 
sons 75 or older and one company 
that had no specified age limit. 

At the close of last year, three-fifths 
of the companies issued guaranteed 
renewable policies to persons 65 or 
older, including 27 companies that had 
a maximum issue age of 75 or older, 
and 10 companies that placed no spe- 
cified limit on issue age, said the in- 
stitute. The other 22 companies had 
top issue ages ranging from 55 to 64. 


Benefit Schedules Improved 


The maximum daily hospital room 
and board benefit offered by one-third 
of the companies in 1958 ranged be- 
tween $10 and $19, while the other 
two-thirds had a maximum of $20 or 
more. By 1959, about three-quarters 
of the companies had a maximum of 
$20 or more, and the remainder were 
under $20. 

As for maximum duration of hos- 
pital stay, 20 of the 33 companies in 
1958 offered a maximum stay of 120 
days or more, whereas in 1959, 36 did 
so. 

A surgical schedule with a maxi- 
mum benefit of $400 or more was con- 
tained in policies of 51% of the com- 
panies in 1958 and 61% in 1959, while 
a maximum of $300 could be had from 
76% and 81% of the companies in 1958 
and 1959, respectively. 


Shenandoah Introduces Its 
Quadruple Indemnity ADB 


Shenandoah Life has introduced an 
accidental death benefit offering as 
much as four times the face amount of 
a policy when death occurs on com- 
mon carriers. A new plan of insurance 
for an initial one-, two- or three-year 
period has also been brought out. 
Liberalizations of existing benefits 
have been made by raising benefit 
limits and double indemnity benefits, 
and by broadening conversion of term 
additions to permanent life. 
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(CONTINUED FROM PAGE 1) 


ment. Mrs. Eberly has also brought to 
the life and health insurance business 
the viewpoints of American women. 
She has made a great contribution to 
to sound thinking in family financial 
management.” 

Mrs. Eberly has had a long and 
active career in women’s activities. 
She served nine years as a consultant 
to the New York state department of 
commerce, being cited for this work by 
Gov. Dewey. She was reappointed by 
Gov. Rockefeller. 

Mrs. Eberly is serving on the na- 
tional advisory committee to the White 
House Conference on Aging and will 
continue to serve on that committee 
through the White House Conference 
next January. She has also been serv- 
ing as a member of the women’s ad- 


Mrs. Eberly Retires As ILI Unit Head 


visory committee to the U.S. savings 
bonds division of the Treasury, having 
received a citation for that work from 
Treasury Secretary Anderson. 


Was With N.Y. Herald Tribune 


Before joining the institute to set-up 
its women’s division, Mrs. Eberly was 
assistant director of the New York 
Herald Tribune club service bureau. 
She was also director of a_ special 
educational project for the office of the 
coordinator of Inter-American Affairs 
of the United States Department of 
Commerce during World War II. 

Mrs. Eberly has been widely in de- 
mand as a speaker before women’s 
groups, family financial planning con- 
ferences, and adult education groups 
throughout the country and has fre- 
quently been on radio and television 
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programs, She has written many mag- 
azine articles. 


Miss Martin, who succeeds her, 


served on the faculty of Santa Monica 
City College in California, after grad- 
uate work in Paris. During World War 
II, 
assistant director of women’s reserve 
for the third naval district. While in 
Europe, Miss Martin was engaged in 
public relations work, including efforts 
to promote greater understanding of 
France among the people of English- 
speaking countries. 


Joined In 1946 


she served in the navy, being 


Since joining the institute in 1946, 


Miss Martin has been assistant director 
of the women’s division and has been 
active in the development of this na- 
tional program. She has addressed 
women’s groups and finance forums 
and has appeared on radio and tele- 
vision programs. 


August 13, | 






Dillon, Atlanta. Plaques for ageng 
which captured second, third 
fourth place, respectively, were awa, 
ed to Glen A. Holden, Portland, Q) * 
Bradford D. Haseltine, Cleveland, 
Mr. Hodes. 


R. E. Irish, Union 
Mutual Head, Dies 


(CONTINUED FROM PAGE 1) 
death he was on the coordination 
activities committee. Other natigg@ “ 
insurance activities included sery; which Sor 
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Mr. Irish was a vice-president gm! #™ ¥ 
director of the Maine Developme” *- , 
Credit Corp. and vice-president of age” #* A 
Maine Health Council. He had aa” Such 





been a director for many years of ty: 
former Maine Development Comp; 
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Presently, State Mgr., 
years increased at least 25% 


275%; last 6 months much, much higher. 


and make the company mcney. 


a profit each year. Experience last 14 years; 7 years instructor, 
pe of ro life ae A&S, built two fast moving life and A&S General | ] 
rior as Ass't. St. Mgr., same Company, different state. Increased, with 80 established agencies, 
heir new business by about 100% in less than a year. Last three years, State Manager, same 
company, different state. Started with 48 agencies, now 


SALES MANAGER LOOKING 


ecord of stability, sobriety, unquestionable integrity. My state last three 
st 25° faster hen Co. growth. Co growth probably exceeded 95% with 


personal pro- 


outstandin 
i Agencies. Just 


have 72. New Production increase about 


20th Century, smooth, wonder-boy, looking for a game of fancy talk, rather an ins 
Liciduatist ~* pes talk profit and production in terms that train producers while they listen 


Age 43, married, presently with a direct writer, life, A&S, auto and fire, financed and non- 
financed men, strong in training and leading producers. 


ease 
Refer this to your president—''Mr. President, if you do not have a place, please refer to another. 
nks."" 


Jim Belden, 222 Stephens Ct., Indianapolis 20, Indiana, Phone Car- 
mel, Victor 6-5596, 6:00 to 7:00 evenings. 



















AGENCY SUPERVISOR 
Who Wants to Grow Into 
HOME OFFICE MANAGEMENT 


Opportunity to live, work and grow in growing 
Phoenix, Arizona, for an aggressive, capable 
and ambitious supervisor now with a large com- 
pany who may be stymied in the crowd in his 
present position. 

Proper man should be experienced in recruiting 
and training and relish field work. Eventual 
goal for the right man who is successful to be 
in a home office executive position. 

Write, sending resume to Box 444, Phoenix, 
Arizona. 


SUPERVISOR 
CALIFORNIA BAY AREA 


Well-established office of first rank 
mutual life insurance company offers 
unusual opportunity for successful 
agent interested in management. 
Salary open. Write Box S-98, Na- 
tional Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 





















GROUP SALES REPRESENTATIVES 


Experienced Group sales representatives needed 
for assignments in Tampa, Birmingham, Kansas 
City, New York City, Pittsburgh, Memphis, 
Cleveland, and Greensboro, N. C., by large 
New England life company offering excellent 
future with advancement opportunities and lib- 
eral employee benefits. Compensation by salary 
and bonus. All replies confidential. Box T-3, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 


FIELD SUPERVISOR 


Real opportunity to develop with a growing, 
aggressive company which has over $100,000,- 
000.00 in force. Complete line of Life and A&H. 
Man for this job should be thoroughly grounded 
in life insurance, not over 35. Box T-9, National 
Underwriter, 175 W. Jackson Bivd., Chicago 4, 
Ilinois. 



























BROKER WANTED! 


If you are a securities firm specializing in the 
marketing of life insurance stock, please con- 
tact us. We're a recently licensed life insurance 
company with a new and appealing concept. 
Nationally known men are organizers of our 
company; officers and directors are well above 
average in life insurance experience. Stock reg- 
istered with S.E.O. Reply to Box T-!4, The 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 


CUSTOM-CREATED SALES AIDS 
Outstanding CUSTOM insurance brochures, fold- 
ers created especially for you. Designed from 
your policy to meet your needs. Created by 
expert—these pieces SELL. Free folder describes 
service. Box T-10, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois. 








Local agency needs life company to make 
real estate loans and write credit life on 
loans. Write T-12, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 
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CHIEF UNDERWRITER 


Chicago Home Off. 5 to 10 years exp. in Life 
anc Gueranteed Renewable A & H. Supy. back- 
around. Take full charge of Department in ex- 








eanding company. Salary Open. Write Box T-8, 
{ctiona! Underwriter, 175 W. Jackson Bivd., 


Chicane 4 Iillrols. 





WANTED NOW! 


An experienced Sales Director to head selling 
program for aggressive young securities firm 
specializing in life insurance stock. A golden 
opportunity for qualified man. Reply to Box 
T-13, National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 















Reviews Asset Value 
Of Life Insurance 


(CONTINUED FROM PAGE 2) 
continue to be available up to the guar- 
anteed issue limit. 

Francis T. Fenn Jr., Hartford, told 
the company leaders, “We get so ex- 
cited about the various gimmicks, the 
tax laws, inflation, bank loan insur- 
ance, and other things that we forget 
one of the basic services that life in- 
surance performs is a regular organ- 
ized way of building an estate.” 


Sales Idea Panel 


A panel on sales ideas was partici- 
pated in by David J. Bell, Atlanta; 
William M. Claytor, Roanoke, Va.; 
Robert F. Fahey, Buffalo; Mr. Fenn; 
G. William Hubbard, Chicago, and E. 
Ollie Mershon, Louisville. 

Another panel discussion, “Attract- 
ing the Employer Dollar,” was mod- 
erated by Walter B. Brynn, assistant 
superintendent of agencies. Panelists 
included C. Quintin Banwell, Detroit; 
Salvatore F. Calio, Hartford; Richard 
N. Craig, Kansas City; Karl H. Schmidt, 
Cleveland, and two home office offi- 
cials, David F. Hoxie, associate coun- 
sel, and Mr. Kingston. 

Harold D. Hodgkinson, a National 
director and chairman of William Fi- 
lene’s Sons, Boston, was speaker at the 
dinner. He urged agents to expand 
their programs of public relations in 
their communities. 


Home Office Housewarming 


On the second day, the 600 people 
attending the meeting were transport- 
ed by special train to the new home 
office for housewarming ceremonies. 

Speakers at the third day’s session 
included Eugene M. Thore, vice-pres- 
ident and general counsel of Life In- 
surance Assn., whose speech appeared 
in a recent issue; Rev. Norman Raw- 
son of Montreal’s St. James United 
Church, and L. Douglas Meredith, Na- 
tional’s executive vice-president, who 
discussed the past and present records 
of mutual funds and common stocks. 

At the meeting of National’s Gen- 
eral Agents Assn., which was held in 
Montreal prior to the President Club’s 
meeting, Philip F.. Hodes, New York, 
was elected president of the associa- 
tion, to succeed H. F. Johnson, Chi- 
cago. Joseph R. Blum, Omaha, was 
elected vice-president and Howard M. 
Goodwin, Bangor, Me., was named 
secretary-treasurer. In addition to 
the new officers, the association’s new 
executive committee includes William 
J. Cooper, Louisville; William B. Rich- 
ardson, Roanoke; Harold Smyth, Hart- 
ford, and Mr. Johnson. 

The president’s trophy for the best 
all-round agency went to Harold T. 










Tree Council of Boy Scouts and a pa" 
member of the advisory board of { 
Maine department of economic af 
velopment. In 1959 Colby Coll 
awarded him an honorary doctor; 
laws degree and recently Portly 
University awarded him an honog 
doctor of business administration ¢ 
gree. 


Service To State Lauded 




















In awarding him the doctor of lagg mY Tight 
degree, former President Jujg% confu 





Bixler of Colby praised Mr. Irish “,, 
for your successful efforts to see th; 
Maine itself shall take the right pa 
and that its citizens shall keep q 
stantly before their minds their cq 
porate responsibiltiies to society.” 
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Born in Everett, Mass., Mr. SW 
began his insurance career in 1917 Alvin 
an agent in Minneapolis for the forme cc 
Reliance Life of Pittsburgh. He becam 
its district supervisor and later supe S| 
visor of agencies. After several year IN , 


in field work with various midwe 
life companies, he became director 
agencies of Bankers Reserve Life , 

















Omaha. He was vice-president if] BOWLES 
charge of agency operations of Cent 
Life of Illinois (now Central Standa MAN 
Life) before joining Union Mutual. 
ED 
B . ii RICHMON! 
United Life & Accident -raaaat 
Business In Force Up 11% 
United Life & Accident had $40,311, Haigh 
151 in new business during the fits 
half of 1960. Total insurance in for 
was $427,267,851 at June 30, up $4, 
756,063. Net interest rate is up fil] 2801 Nort! 
basis points to 3.90% since last yew} indianapol 
The company has added two stata§l| 
Florida and Mississippi, to its field 0 
operations. 
= EP. 
Pa. Hospital Study 
A 


Commissioner Smith of Pennsyl 
vania, who is chairman of Gov. Law 
rence’s hospital study commission, i 
working with the commission’s counsé 
Edward L. Springer of Pittsburgh, for: 
mer general counsel of the insuran¢ 
department, to clear up the legal prob 
lems connected with the survey @ 
hospitals and hospital costs that is be 





Bourse Bui 


——— 


Spi 1 


ing launched this fall. Mr. Smith als N 
has retained Paul S. Lunt of Oxford 
Pa., a specialist in depth analysis am 

Semen 


depth studies, who will interview hos 
pital trustees, doctors, hospital admit 
strators, labor leaders and other reprt 
sentatives of the public interested 
voluntary hospitals. 

The study commission is composed 4! 
44 persons from the state representim 
all aspects of public opinion on hos fi 
pital matters. ! 
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(CONTINUED FROM PAGE 8) 


not to give the names of the other 
ompanies involved on the proof papers 
hecause they did not want to get in 
rouble with their patients by giving 
ormation to the insurance companies 
which might cause the claim to be 
jenied and also they felt that it was 
one of their business how many 
jlicies the patient had. 
As an example of the extent to 
which some people will go in collecting 
, claim or securing a benefit, Mr. 
Bordon cited the answer received re- 
ently to the question, “Describe fully 
ne nature of your disability and the 
-guse thereof.” “My condition is static. 
am unable to work without pain. 
while I now have vision in my left 
ye, it is the nerve or retina trouble in 

right eye that continues to disable 
ime, Such right eye vision as I have is 
aistorted and heavily clouded double 
vision that comes and goes and floats, 
flops, jumps, and eclipses. When my 
vision is concentrated as, for example, 
is necessary to read or to work or to 
drive, flicker begins in my right eye, 
intensity until 
vision from my right eye is a boiling, 
dancing, flashing, blinding glitter fog, 
accompanied by penetrating pain that 
hurts similar to the pain of an exposed 
nerve. The perverted vision, quiver, 
shake, flicker, eclipse and dazzle of 
my right eye distorts, gets in the way 
of, confuses, and greatly interferes 
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Alvin Borchardt & Company 
CONSULTING ACTUARIES 
= AND = 
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BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND DALLAS MIAMI 
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Haight, Davis & Haight, Inc. 
Consulting Actuaries 
Insurance—Pensions 


2801 North Meridian St. 5002 Dodge St. 
Indianapolis 8, Ind. Omaha 32, Neb. 
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E. P. HIGGINS & COMPANY 


Consulting Actuaries 
Auditors and Accountants 
Pension Consultants 
Bourse Building Philadelphia 6, Pa. 
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HARRY S. TRESSEL & ASSOCIATES 


Consulting Actuaries 
Insurance—Pensions 
10 South La Salle Street 
Chicago 3, Illinois 
FRanklin 2-4020 





















LIFE INSURANCE EDITION 


sordon Suggests A&S Policy Safeguards 


with the vision of my left eye which 
with the accompanying tenseness and 
pain is disabling; if continued vision 
concentration is attempted pain 
spreads to both eyes, also severe head- 
ache _ develops. Likewise sudden 
movement—jerk, jar, bump—a slight 
cold—or inclement weather provokes 
the above described pain. Therefore, 
my activities are restricted to the 
extent that I care to endure resultant 
pain. My condition responds to com- 
plete quiet. It is least noticeable on 
awakening from sleep.” 

Mr. Bordon said having outlined the 
situation, what are the companies to 
do about it? In the early days of 
hospitalization insurance, most or all 
policies contained standard provision 
17, the pro-rata clause (now referred 
to as “insurance with other insurers), 
but because of complacency and plain 
laziness or lack of knowledge of the 
subject, most companies stopped in- 
forcing standard provision 17 and 
eventually took it out all together. 


Should Use Pro-Rata Clause 


Many companies issue hospitalization 
insurance with no regard whatsoever 
to the number of other policies and 
daily room benefits already in effect, 
he said. But this was a mistake; the 
pro-rata clause is the only sure way 
for the industry to protect itself against 
the speculative buyer. Claim forms 
should also include questions concern- 
ing other insurance on the claimant’s 
statement, the physician’s statement, 
and the hospital statement. Without 
the benefit of a pro-rata clause in 
policies, companies are somewhat at 
the mercy of the speculative buyer, 
but those in Texas can refuse payment 
where the loss has already been paid 
by another company, under the de- 
cisions handed down by the courts in 
two recent cases. 

How many automobile collision and 
comprehensive policies and how many 
fire insurance policies is the insured 
permitted to carry, Mr. Bordon asked, 
Isn’t it just as wrong to defraud a 
hospitalization insurance company by 
speculative buying as it is to defraud 
an automobile or fire company? Some 
of the speculative buyers went into the 
business quite innocently because of 
an agent who needed to make another 
sale and who told them that it didn’t 
make any difference how much hospi- 
talization insurance they had because 
they could collect full benefits on all of 
their policies. 


Needs Rigid Rules 


The industry therefore needs to 
adopt and apply more rigid rules and 
controls in training and supervision of 
agents as well as in underwriting and 
claims administration, but on _ this 
particular point the greatest need is to 
admit to each other that a problem 
does eixst, and then take the steps 
necessary to solve the problem—the 
first being to put the pro-rata clause 
back into hospital policies. 

There is no doubt that the specula- 
tion buyer affects loss ratios but there 
are other factors to be taken into 
consideration. If pre-paid hospitaliza- 
tion insurance is to survive, the rav- 
ages of efforts on the part of many 
legislators toward socialized medicine 
must be stemmed. 

Mr. Bordon said underwriting de- 
partments must be careful in the selec- 
tion of risks and must follow sound 
underwriting practices. Rates must 
provide a reasonable margin of profit 
but must also be geared to the public’s 
ability to pay. 

Another big contributing factor to 
high loss ratios are the abuses by doc- 


tors and hospitals. The most common 
being, admitting people to the hospital 
who are not actually hospital patients 
for diagnosis or treatment which could 
be done in the doctor’s office, per- 
mitting patients to remain in the 
hospital longer than is _ necessary, 
failing to cancel orders or carelessly 
continuing expensive medication when 
the need is past, hospitalizing patients 
for the convenience of the doctor, 
padding hospital bills, and outright 
fraud where incorrect diagnoses are 
given or the diagnosis is changed after 
a claim has been denied so that pay- 
ment of the claim can be secured. 

Mr. Bordon said that where his com- 
pany feels in the handling of a claim 
that additional information is needed, 
it requests a case history from the 
hospital and/or a narrative medical 
report from the doctor. These gen- 
erally give fairly accurate information 
but if suspicions are still present, the 
company requests an investigation by 
one of the investigation agencies and 
has them interview neighbors and if 
anything is being covered up this type 
handling should bring it to light. 

Texas is fortunate to have two com- 
mittees through which companies can 
process any complaints that they might 
have against doctors or hospitals: the 


“If we had Anico’s top-drawer line of competitive policies, 
we wouldn’t need this Lost Prospect file.” 
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Hospital Insurance Physicians Joint 
Advisory Committee of Texas, which 
handles matters involving medical 
doctors or hospitals; and the Texas 
Osteopathic Insurance Liaison Com- 
mittee, which handles matters involv- 
ing osteopathic physicians or osteo- 
pathic hospitals. These two committees 
have been very successful in resolving 
disputes and misunderstandings and 
bringing about a much better relation- 
ship and understanding between the 
hospitals, doctors, and insurance com- 
panies, Mr, Bordon stated. 

Loss ratios, high or low, are directly 
connected with the attitudes and ac- 
tions of the four factions which are 
involved, namely, the public, the insur- 
ance companies, the doctors, and the 
hospitals, he said. It should be the 
duty of each of these component groups 
to, first of all, educate its own people 
to the need for honesty and fair deal- 
ing in this matter of voluntary health 
insurance and then use whatever 
means are available to help in educat- 
ing the other groups, and above all 
else, to co-operate one with the other 
so that all can continue to enjoy the 
privileges and benefits of voluntary 
health insurance and forever escape 
the hazards and pitfalls of socialized 
medicine. 


{Private 


OPENINGS EVERYWHERE IN 
TERRITORY FOR REPRESENTATIVES, 
BROKERS AND SPECIAL BROKERS 


LEADERS 


Econ-0-Master Family Policy 
Econ-0-Parent & Children Plan 
Ladies Special Policy 
Preferred Premium Life 
$25,000 Executive Special 
Gtd. Renewable A& H and H&S 
Policies 
Non-Medical to Age 45 
Annuity Conversion Rider (free) 
Equity Builder Policy for Pension 
and Profit-Sharing Plans 
(Ask about other specials) 





Inquiries about these or other open- 
ings for those with special qualifi- 
cations and experience will receive 
prompt attention and answer. For in- 
formation address: 
OF SALES 


AMERICAN NATIONAL 
INSURANCE COMPANY 


COORDINATOR 


GALVESTON, TEXAS 


OVER 5 BILLIONS OF 
INSURANCE IN FORCE 
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He’s young. Married. Two kids. Good health. Steady _ entree to these families. An agent who’s already 
job, average pay. There are millions of him. He’s at home in their homes—and expected there. 


the big Middle Income life insurance market. It takes perhaps an agent who settles an auto claim 
But he’s a tough sale for most agents. They can’t for one out of three of them every year, and has 
get to him. Mostly, they can’t afford to. many a golden opportunity to bring up the 
Who can? What kind of agent does it take [/ state Farm } subject of life insurance. 

to handle this man’s business? It takes just this kind of agent. And that 
It takes an agent who’s already well compen- means State Farm agents. They find it easy 
sated by selling auto and home insurance. J jwsurance {| to call on the big life buyer. Regularly, they 
It takes an agent who already has a special ~ do. And they’re thriving on it. 


State Farm Life Insurance Company 
Home Office: Bloomington, Illinois 





